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The Facts Are As Close 
As Your Telephone ~ ~ ~ 


An Advertisement of 
The Hooper-Holmes Bureau, Inc., 
New York 


It has been said that a man’s judgment is only as good 
as his information. Certainly, there is much logic in the 
conception. Unless we know whereof we speak, our de- 
cisions cannot but be faulty. 

The problem presented to all those who, in their busi- 
ness, must assume monetary risks on firms and_ indi- 
viduals is to obtain information on a nation-wide scale 
upon the risks involved. The days of colloquial trading 
are. passed long since. It is impossible under the 
present scope of business to know the personalities 
behind each transaction. To meet the requirements 
of diversified risk-selection, a widespread organization 
has been built up for the purpose of gathering reliable 
information in all parts of the United States and Can- 
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ada. This organization, with its years of experience and its en- 
viable reputation among some of the nation’s greatest busi- 
nesses, stands ready to meet the requirements of all responsible 
concerns desiring risk-selection information. ~~ ~ ~ ~ ~ 
Reach for your order pad or, if rush service is desired, 

lift your telephone receiver, and an efficient moral hazard in- 
spection organization will respond to your commands. 
There are fifty-seven offices in the key cities of the 
United States and Canada. ~ ~ ~ 

The nationwide facilities of The Hooper- 
Holmes Bureau are devoted to the compiling of 
Moral Hazard Inspection Reports for insurance 
underwriting, credit, commercial and employ- 
ment purposes and claim reports. 
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Safety Is Theme 
at Sales Session 


Tri-State Congress at Philadelphia 
Proves to Be Interesting 
Event 


MANY LEADERS SPEAK 


Inspirational and Practical Talks on 
Variety of Subjects Feature 
Annual Gathering 


Pennsylvania, New Jersey and Dela- 
ware life underwriters, more than 1,500, 
gathered at the Tri-state sales congress 
in Philadelphia last week. “Safety” was 

* the keynote, as it was felt that the public 
reaction from the speculative mania of 
two years ago made the subject timely. 

A simple, homely picture of what life 
insurance will do is worth vastly more 
than an elaborate exhibit of net costs, 
ledger sheets and the like, which are not 
understood by the prospect nor in all 
likelihood by the agent either, said A. 
E, N. Gray, assistant secretary Pru- 
dential, at the morning session. 

Gray Gives Advice 


“The first rule is not to talk about 
what you are selling but about what it 
will do,” said Mr. Gray. “In my early 
days in the business I once lost out to a 
salesman from another company because 
I talked about the wonderful new con- 
tract my company was offering while 
the salesman who came along later 
talked about the prospect’s baby.” 

The life insurance salesman, Mr. Gray 
pointed out, is in the position of a lawyer 
who has to convince a combination de- 
fendant, judge and jury that he should 
be sentenced to pay a certain sum of 
money annually thenceforward until 
death, or for a number of years. 

“That takes a prepared sales talk,” he 
“said. “I don’t mean a canned sales talk, 
because its got to be your own, and if 
it’s a canned talk it won’t sound like 
you. 
The importance of visual selling was 
Stressed by J. E. Gibbs of the Penn 
Mutual’s educational department, whose 
remarks are presented elsewhere. 


Others on Morning Program 


Other speakers in the morning were 
Dr. David McCahan, assistant dean 
American College of Life Underwriters, 
and assistant professor of insurance, 
University of Pennsylvania, on “Why a 
Chartered Life Underwriter’; H. P. 
Gravengaard, general agent Aetna Life, 
Columbus, O., on “Safety for the Home 
and Family”; Miss Sophia W. Bliven, 
Manager women’s agency, Penn Mutual, 
and A. B. Cheyney, president Philadel- 
Phia Association of Life Underwriters, 
address of welcome. 

le Paret, general agent Provident 
Mutual, Philadelphia, was chairman of 
the-morning session, and J. O. Jensen 
general chairman of the congress. 
(CONTINUED ON PAGE 11) 





Rank of Companies Given 





First Nine Headed by Metropolitan Hold Same Positions 
—Sun Life Advances to Tenth Place—Unique 
Manual Digest Figures Given 





The nine leading life companies in insurance in force in 1930 headed 
by the Metropolitan again held the same position on Jan. 1, 1931, ac- 
cording to advance figures from the Unique Manual Digest, published 


by The National Underwriter. 


The figures reproduced below show 


the relative positions of the various life insurance companies with re- 
gard to insurance in force on Jan. 1, 1931, and the changes made in 
realtive positions compared with the figures of insurance in force one 
year previously, on Jan. 1, 1930. The Sun Life of Canada has advanced 
to tenth place, replacing the Mutual Benefit, which goes to 11th place; 
the Missouri State Life noses out the New England Mutual for 15th 


place, going up from 16th; the Canada 
Life advances a notch to 19th place, 
exchanging positions with the Bankers 
of Iowa; the Pacific Mutual takes 23rd 
place, exchanging with the Western & 
Southern (ordinary); the Phoenix Mu- 
tual jumps from 30th to 27th place while 
the American National of Texas, elim- 
inating group and industrial, goes from 
27th to 30th. 

Among the medium sized companies 
the Berkshire goes from 49th to 48th, 
the Minnesota Mutual from 54th to 
42nd, the Mutual Trust from 58th to 
57th, the Occidental from 63rd to 62nd, 
the Western States from 65th to 63rd, 
the Shenandoah from 93rd to 79th. 
Other interesting changes take place 
down the line. The complete figures 
follow: 
1931 1930 

1 1 


Metropolitan ...$ 18,810,966,384 

GOED cccceces 2,702,629,646 
Industrial 6,821,768,687 

2 2 Prudential .... 15,303,819,295 
CY sdubces 1,088,025,745 
Industrial ° 7,321,632,287 

3 3 New York Life. 7,626,719,775 
4 4 Equitable, N. Y. 7,118,735,001 
. encccne 1,472,001,450 

5 S Travelers ...ce- 4,889,122,692 
GroUp .cccece 1,533,202,761 

6 6 Mutual, N. Y... 4,464,278,069 
7 7 Northwtrn. Mut. 4,055,474,187 
8 S MOORE cecccceoss 3,827,858, 776 
Group ....... 1,530,383,143 

9 9 John Hancock... 3,524,312,144 
STOUR .ccccce 253,141,198 
Industrial 1,383,375,019 








1931 


1930 


Sun Life, Can.. 

GOED sessace 
Mutual Benefit. 
Penn Mutual... 
Mass. Mutual... 
Union Central.. 
New Eng. Mut. 
Missouri State. 

Group 
Conn, General... 

BS séncncs 
Provident Mut.. 
Canada Life ... 


Conn, Mut 
Lincoln 
Group 
Pacific 
West. 
Industrial 
State Mut...... 
Equit. Life, Ia.. 
Phoenix Mutual 
Nat. Life, Vt.... 
Great West..... 
GreUp ceceses 
Amer. Nat., 
Group 
Industrial ... 
Manufact., Can. 
Grdup 
Guardian, N. Y. 
Group 
Industrial 
Reliance 
Kansas City L.. 


Fidelity Mut... 
Home, N. Y.... 
L. Ins, Co., Va.. 


Industrial 


351,968,5 
.490,811,7 
105,261,3 
,096,730,7 
634,056.07 

264,401,9 
249,920.57 
400,023,055 
539,612 

( 






446,206,242 
424,329,496 
400,086,306 
375,243,870 
230,690,721 


(CONTINUED ON PAGE 9) 





last year. 


655,205 to $18,050,515,471. 





Over 113 Billions 


HE total insurance in force of 

Unique Manual Digest, published by The National Under- 
writer, increased last year from $107,589,973,126 to $113,390,936,- 
837, a net gain of $6,200,963,711. There were 342 companies that 
reported their 1930 figures to the Digest as compared with 304 
Ordinary business increased from $80,260,085,777 to 
$84,795,897,755; group insurance as reported increased from $9,- 
662,232,144 to $10,554,523,611; industrial increased from $17,667,- 


Now in Force 


companies reporting to the 


On Jan. 1, 1929, 287 companies reported to the Digest a grand 
total of $99,165,425,520, divided as follows: Ordinary $74,787,229,- 
388; group $8,034,975,231; industrial $16,343,220,941. 

The increase in ordinary in 1930 was about four and one-half 
billions while in 1929 it was about six billions; the increase in 
group in 1930 was about $900,000,000 and in 1929 over $1,600,- 
000,000; and the increase in industrial in 1930 was not quite 
$500,000,000 while in 1929 it was about $1,300,000,000. 











Company Planning 
Big Development 


Western & Southern Life’s 1931 
Program Is Divulged by Presi- 
dent Williams 


TO OPEN COAST OFFICES 


Regional Conventions, New Policies, 
Experimental Sale of Fire Insurance 


by Industrial Agents Noted 


Atlantic 
Presi- 


Plans to establish several 
Coast offices were disclosed by 
dent Williams of the Western & South- 
ern Life of Cincinnati at the annual 
meeting of superintendents there March 
26-28. 

There will be a large number of pro- 
motions, he said, superintendents being 
named from among leading agents this 
year. At least 12 superintendents will 
be required to cover Philadelphia terri- 
tory, the president said. The develop- 
ment will be principally in eastern Penn- 
sylvania, and in the south, where Ten- 
nessee will be included. 

A policy of regional conventions will 
be inaugurated in April. Plans call 
for these meetings to be held in Chi- 
cago, Indianapolis, Columbus, O., St. 
Louis, Cleveland, Cincinnati, Detroit, 
Charleston, W. Va., and Pittsburgh. 

Ohic Official a Speaker 

Expansion of American insurance 
along the most progressive and con- 
strucive lines would do away with the 
need for old age pensions and unemploy- 
ment insurance departments in_ state 
governments, T. H. Tangemann, Ohio's 
director of commerce, stated at the an- 
nual dinner. Gov. George White and 
Insurance Superintendent C. T. Warner 
also spoke. 

This was the first annual. meeting of 
superintendents since the death of the 
founder and president, W. J. Williams, 
and the accession of his brother, C. F. 
Williams. The new president ably han- 
dled the meeting and has shown fine 
executive capacity. Despite the tem- 
porary hard times, President Williams 
announced his policy of legitimate ex- 
pansion whenever a progressive move 
is proved sound. The company is con- 
sidering the adoption of monthly pre- 
mium insurance. 

Plan Another Innovation 


Another interesting innovation to be 
tried out in one or two Cincinnati dis- 
tricts before being extended generally 
will be the writing of industrial fire in- 
surance in the new Western & South- 
ern Fire through regular industrial 
agents of the Western & Southern Life. 
The theory is that many dwelling house 
and furniture policies are too small to 
be solicited properly by regular fire in- 
surance agents and that in families 
where the life agent is already ac- 
quainted and is making the calls any- 

(CONTINUED ON PAGE 11) 








Central States Gets the 
Home Life of Little Rock 





IS TAKEN OVER 


Policyholders Are Well Taken Cared 
for by the Progressive Company 


BUSINESS 





from St. Louis 
LITTLE ROCK, ARK., April 2.— 
Another Arkansas company loses its 


such, but its policyholders 
are protected and insured against loss 
through a merger with an older and 
stronger institution in another state. Of- 


identity as 


ficials, stockholders and a policyholders’ 
committee of the Home Life of Little 
Rock have accepted a proposal sub- 


mitted by the Central States Life of St. 
Louis for the reinsurance of its con- 
tract. The plan has been submitted to 
Comunissioners Dulaney of Arkansas 
and Thompson of Missouri. Directors 
of both companies must also approve 
the proposal, but this is said to be 
merely a legal formality. Commissioner 
Caldwell of Tennessee and the commis- 
sioners of Texas and Louisiana have 
approved the action. 
Member of Banks Group 


The Home Life was a member of the 
A. B. Banks group, involved in the col- 
lapse of various banks and insurance 
companies and other corporations fol- 
lowing the crash of the Caldwell in- 
terests in Tennessee and Kentucky with 
which A. B. Banks and his associates 
were more or less intimately concerned. 
The accident and fire companies of the 
Banks group are in the hands of a re- 
ceiver. 

Graham Engineered Deal 


The Central States was represented at 
the conference by Geo. Graham, vice- 
president, and he made the statement 
that the reinsured policies would be 
handled from the viewpoint of a trus- 
teeship for the benefit of the policy- 
holders, with the end in view of bring- 
ing about a complete rehabilitation of 
the financial structure of the company. 
The Central States is one of the best 
known middle western companies. It 
has been operating for about 20 years 
and has assets of more than $14,000,000, 
with approximately $105,000,000 in force, 
of which a considerable amount is in 
Arkansas; it has a surplus of $1,100,000 
above liabilities. James A. McVoy of 
St. Louis is president. Jeff Raley of 
Little Rock is general agent. The Home 
Life has approximately $41,000,000 in 
force. 

Provisions of Reinsurance 


The proposal contains the usual pro- 
vision for delay in pavment of cash 
surrender value and loans applied for on 
Home Life policies. This delay will not 
exceed two years, and such claims may 
be paid after one year, if the financial 
condition of the Home Life assets will 
permit, it was said. 

Mr. Graham said each Home Life 
policyholder will receive a certificate of 
assumption as soon as they can be 


issued after legal requirements of the 
reinsurance proposal have been com- 
pleted. 


Mr. Graham indicated that the de- 
tailed procedure to be followed in hand- 
ling the reinsured business will be an- 
nounced after the proposal has been ap- 
proved. 


St. Louis Suicide Heavily Insured 


James McCluney, investment broker 
of St. Louis, who killed himself at his 
home there, carried life and accident 


insurance totaling $462,640. He had 
$77,500 life insurance with double in- 
demnity, $285,640 without that provision 
and $85,000 accident insurance. 

Some of his insurance had been taken 
out in recent months and it is reported 
a few of the companies plan to contest 
collection. Missouri courts have held 
that suicide while insane is an acci- 
dent. 
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Heads Pilot 














Cc, W. GOLD 


Mr. Gold, who has been vice-president 
and treasurer of the Jefferson Standard 
Life, has been elected president of the 
Pilot Life, the control of which was re- 
cently purchased by Jefferson Standard 
interests. Mr. Gold is well known in the 
life field, having been president of the 
American Life Convention. He is now 
a director of the United States Chamber 
of Commerce. 





Cassidy Is ihe joo 
Prudential’s Assistancies 





STAMFORD, CONN., April 2.—T. 
P. Cassidy, assistant superintendent in 
the a office here of Superin- 
tendent J. L. Hanby, has attained the 
rank of leading assistant superintendent 
of the company countrywide, including 
Canada. Mr. Cassidy has been in the 
insurance business a relatively short 
time, having joined the Prudential in 
1925 as an agent. He was made assist- 
ant superintendent in a little more than 
a year. 

Concentrating the sales talk on what 
the contract will do rather than on what 
it will cost has been one of the most 
important factors in his program, Mr. 
Cassidy has found. Be a good listener, 
don't argue, he advises, but always lead 
the prospect back to a decision. 


Federal Reserve Case to 
Go to U. S. Supreme Court 


The receivership case involving the 
Federal Reserve Life of Kansas City, 
Kan., is to go to the United States Su- 
preme Court. The Kansas supreme 
court ruled against the receivership on 
the ground that in the absence of any 
charges of fraud and collusion on the 
part of the insurance commissioner and 
under the presumption that he was do- 
ing ‘his full duty in the examination and 
exercising of proper control over the 
company’s affairs, local stockholders 
could not bring a suit seeking the ap- 
pointment of receivers and winding up 
the company’s affairs. The suit was 
brought by T. F. Doran in the name 
of John Wright, George Ziegler and 
Ed. Hossfeld, Topeka stockholders. 

The Shawnee county district court al- 
lowed the motion for receivers but the 
supreme court reversed that ruling. The 
case is to be taken before the United 
States Supreme Court on a writ of 
certiorari. 


Takes University Post 


V. D. Johnston, secretary of the Vic- 
tory Life of Chicago, has resigned to 


become budget director of Howard Uni- 
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iC. Ww. Gold Elected Pilot Life 
President by New Directors 


STOCK EXCHANGE IS RATIFIED 


Jefferson Standard Now Owns 90 
Percent of Shares—McAlister 
Named Chairman 
GREENSBORO, N. C., April 2.—At 
the annual meeting of the stockholders 


and directors of the Pilot Life last week 
the recent decision to exchange stock of 


the Pilot for stock of the Jefferson 
Standard, thus placing ownership of 
both under Jefferson Standard stock, 


was ratified. The basis of exchange has 
not been made public. 

The Jefferson Standard now 
90 percent of the Pilot stock. 

C. W. Gold, vice-president and treas- 
urer of the Jefferson Standard, was 
elected president of the Pilot following 
the election of a new board of directors. 
A. W. McAlister, retiring president, was 
made chairman of the board. 

The following were named directors: 
W. C. Boren, J. W. Brawley, A. L 
Brooks, C. W. Gold, J. E. Latham, C. 
=. Leak, A. W. McAlister, John Mce- 
Alister, Julian Price, W. S. Ryland, J. 
C. Watkin and David White, all of 
Greensboro. 

Mr. Gold recently completed his ten- 
ure of office as president of the Amer- 
ican Life Convention. He is prominent 
in the civic and business affairs of 
Greensboro and the state. He is a di- 
rector of the United States Chamber of 
Commerce. 


controls 


oo 


Gunter Is Vice-President and Secretary 


H. B. Gunter, formerly vice-president 
of the = Life, is now in addition sec- 
retary. D. Blair is retamed as agency 
manager o W. L. Sharpe is made 
treasurer. Mr. Sharpe has been serving 
as assistant treasurer. Dr. H. F. Starr 
was theld as medica! director. Many of 
the Jefferson Standard officials are now 
on the boards of the Pilot Fire, Greens- 
boro Fire and George Washington Fire 
which it now controls. 


Another Modern Woodmen 
of America Suit Is Filed 


Factional fights continue in the Mod- 
ern Woodmen of America over the head 
camp’s increased rate schedule with the 
filing of another bill for accounting 
against A. E. Rowland of Springfield, 
head of one faction, by Claude Cummins 
of Chicago, head of another. Rouland 
was chairman of the National Rate In- 
crease Protest Committee which later 
became the Fraternal Protective Asso- 
ciation, and Thomas heads the Rate In- 
crease Protest Association. 

The latter seeks to have Rouland ac- 
count for all funds collected by his or- 
ganization for the purpose of financing 
litigation. He charges that about $30,- 
000 has been collected from camps in 
42 states and that money has been paid 
as fictitious salaries to fictitious persons. 
The bill charges that Rouland and J. 
W. McKissick, secretary of the Fra- 
ternal Protective Association, are using 
the funds in “rash speculation on their 
own account.” 

Rouland issued a statement denying 
the charges and adding that McKissick 
gave a surety bond when he entered 
office “amply sufficient” to cover any 
money that might be turned over to him. 
Rouland charged that Thomas’ action 
was a malicious suit “for the sole pur- 
pose of obtaining publicity that would 
be misleading as to me personally and 
to the damage of the ~rotest movement.” 

Rouland said McKissick rendered a 
regular statement to contributors and of 
course did not render one to Mr. 
Thomas’ organization because it never 
contributed. He said Thomas’ suit did 
not disclose how Thomas’ own organiza- 





Washington, D. C 


versity, 





tion had spent some $11,000 collected. 





Security Life Officials 
Hold for Higher Values 


ISSUE OVER EXAMINATION 


Contention Is Made That Large Blocks 
of Stock Carry Much Heavier 
Financial Weight 


Officials and attorneys of the Security 
Life of Chicago will be at Richmond, 
Va., Friday ot this week when the re- 
port of the examination recently con- 
ducted by the Virginia, Tennessee, Ken- 
tucky and Michigan departments will be 
reviewed and the company given a hear- 
ing. The Security Life officials object 
to the value given the stock of the 
Inter-Southern Life of Louisville and 
the Northern States Life of Indiana, 
both of which the Security Life controls, 
The point is made that in case of a 
large block of stock of this kind, espe- 
cially where control of a company is 
secured, the price governing a few shares 
should not govern. The Keystone Hold- 
ing Company paid $1.50 a share for the 
Inter-Southern Life stock and sold it 
to the Security Life for $1.95 a share. 
The examiners put in the Inter-South- 
ern Life stock at $1.50 a share while 
the Security Life officials hold that it 
is worth $1.95 a share. They contend 
that if they desired to sell the entire 
block of stock they could get more than 
$1.95 a share. 

The Inter-Southern Life owns a third 
interest of the Missouri State Life. The 
contention is made that this large block 
of stock cannot rightfully be listed. 
President Dorsey of the Security Life 
has stated all along that if the Inter- 
Southern desired to sell this block of 
stock it could realize more than $60 a 
share. The Security Life has had a 
careful analysis made of its holdings 
and the value of the stock of the North- 
ern States Life and Inter-Southern. For- 
tified with a battery of legal talent the 
officials will contest the values put on 
the assets by the examiners. If there 
has to be a reduction in the values it 
is understood that President Dorsey 
has arranged for ample financing to take 
care of any depreciation. W. M. Cor- 
coran of the actuarial firm of F. H. 
Wolfe & Co. of New York, who was 
formerly actuary of the Connecticut de- 
partment, was in charge of the examina- 
tion. 

Commissioner Caldwell of Tennessee 
is to confer with other commissioners 
in Virginia this week on the Inter- 
Southern, and also the Security, the ex- 
amination report of which has been 
completed. 


Bryant Acting Commissioner 
F. B. Bryant is acting insurance su- 
perintendent of the District of Columbia 
following the resignation of Superin- 
tendent T. M. Baldwin until a successor. 
is appointed. 








Brief But Comprehensive 
Will of Scranton Man 


A Connecticut Mutual Life 
agent at Scranton, Pa., in arrang- 
ing a life insurance program for a 
Prospect undertook to analyze the 
prospect’s estate. Therefore the 
prospect took the salesman to his 
safety deposit bank, got out the 
box and took it to a consulti 
room. Here is an exact copy 
the prospect’s will that the agent 
found in the safety deposit box: 

“To whom it may concern: To 
my wife Mary N. Smith, I be- 
queath all my possessions, 

“Great and small 

“Bills and all. 

“John J. Smith” 








——_— 
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Visual Appeal Is 
Essential Factor 


Novel Prepared Talk on Security 
of Home Given at 
Philadelphia 


GIBBS IN FINE ADDRESS 


Penn Mutual Educator Stresses Uni- 
versal Interest in Simple Sketches 
Used as Approach 


A valuable address devoted to quick 
and effective ways of securing the active 
interest of prospective clients was given 
at the Tri-State sales congress in Phila- 
delphia by J. E. Gibbs of the Penn 
Mutual’s educational department. He 
expressly stipulated that his title, “Se- 
curity of Interest,” had nothing to do 
with safeguarding investments. Mr. 
Gibbs said in part: 

“For years, in the study of life in- 
surance selling we have had such ex- 
pressions as ‘getting the man’s atten- 
tion,’ ‘attention vs. interest’, and the like. 
I do not believe that it is any trick at all 
to secure a man’s attention. When you 
go into the presence of your prospective 
client, at that moment, when his instinc- 
tive reflexes function, you have a sort of 
split-second supremacy, and in that brief 
time frequently lies the success or failure 
of your sale. 


Must Retain Attention 


“Your prospective client will deter- 
mine whether you are to be feared, to 
be ignored or to be given heed to. But 
remember, attention is not static, it can- 
not stand still, and your prospective 
client will either go back to his work or 
wool-gathering, or will follow your lead, 
depending on one thing, ‘the speed with 
which you translate his attention into 
active interest.’ 

“Of course, there are certain obvious 
things surrounding any meeting which 
must be taken into consideration. The 
surrounding conditions may be such as 
to not permit your gaining any more 
than this man’s attention from a purely 
instinctive ground, and in that case he 
will return to his conference or work— 
you are all too experienced life under- 
writers not to know how to handle such 
situations. Then there are physical facts 
to be taken into consideration. Because 
our man, having once had his attention 
aroused, looks us over and decides sev- 
eral things before we can even open our 
mouths, and if we look down-at-the-heel 
—or carry large briefcases, which very 
obviously proclaim the word ‘salesman,’ 
we have to be that much stronger in 
translating his attention into interest. 


Interest Primary Factor 


“Interest must be awakened before 
any motivating forces can be brought to 
bear upon our prospect. Interest must 
be present before desire can be felt. 
What is the quickest method that we 
can successfully employ to get this elu- 
sive interest? It is ours to control, and 
I believe that it depends on two things: 
The route; organization. In securing 
interest we need to determine the quick- 
est route to our prospect’s interest. 
Psychologists agree very largely that 
among the impressions registering on 
the human brain, some 83 percent are 
received by way of the eye, the -ears 
taking 7 percent, and the rest left to the 
other senses. I do not remember ever 
having been asked to smoke a cigarette, 
¥, any individual, nor have I been spe- 

ly requested to indulge in a num- 
ber of other widely advertised products 
—that. is, by any personal solicitation. 








of Industrial Insurance 





A striking picture of the accomplish- 
ments of ordinary and industrial life 
insurance in this country was presented 
by President Williams of the Western 
& Southern Life of Cincinnati at the 
company’s annual dinner. 

He said the total ordinary and indus- 
trial in force in this country now is 
estimated to be $118,000,000,000, of 
which the $18,000,000,000 is industrial. 
Despite the 1930 depression, he said, the 
American people in the year deposited 
$4,000,000,000 in life insurance premiums. 
The number of policies in force is 150,- 
000,000, and there are 500,000 people 
weekly applying for new or additional 
assurance. Mr. Williams said nearly 
4,000 persons weekly, or 2,000,000 in 
the year, were rejected. He emphasized 
that this represented a monetary loss 
to 8,000,000 people, assuming an average 
family of four persons. Mr. Williams 
went on: 


Consider Danger of Rejection 


“If we consider the average policy ap- 
plied for by these rejected lives, it would 
reach far into the millions, therefore the 
time to do business with a life insur- 
ance man is when we are strong and 
healthy and likely to be an accepted risk 
instead of a rejected applicant. 

“Amounts paid out in endowments, 





death claims, accidental death claims 
and monthly disability payments to 
policyholders and beneficiaries in 1930 
will approximate $3,000,000,000. 


agents. Industrial life insurance has in- 
stantly come to the rescue when a great 
disaster befell the community, state or 
nation by immediate payment of death 
claims. Much of America’s big busi- 
ness has been financed by the industrial 
life insurance companies. 

“The owning of homes by the indus- 
trial classes has been a factor in the 
financial program of industrial life in- 
surance companies. 


Health Work Important 


“Life insurance companies can prop- 
erly take credit for prolonging life by 
sponsoring the study of hygiene in the 
schools, advocating modern sanitation 
in our communities, collaborating in 
medical research work and by offering 
to policyholders free medical examina- 
tion periodically. 

“The life insurance business has stood 
the test of all time and it is now the 
greatest depression-proof business in the 
world. Seventy-two of the major lines 
of business of this country reported 
larger earnings in the depression of 1930 
than- in 1929. These were insurance 
companies, food companies, tobacco 
companies and a few utilities. 

“Moody's trade barometer for the last 
month showed a substantial gain in 
business over any of the preceding 
months. The greatest improvement has 
been shown in textiles, steel, automo- 
biles, and department store sales. The 


| improvement in practically all major in- 
“Industrial life insurance is repre-j|dustries in February exceeds normal 
sented in the United States by 78,000 | seasonal expectations.” 














New Commissioner Named 


To Succeed Lee in Oregon | 





Governor Meier of Oregon has ap- 
pointed A. H. Averill of Portland as 
insurance commissioner of Oregon to 
succeed Clare A. Lee. He was presi- 
dent of the old Pacific States Fire and 
has been associated with a number of 
banks and manufacturing enterprises. 
Mr. Lee was formerly in the insurance 
business before being appointed insur- 
ance commissioner. At the last annual 
meeting he was elected second vice- 
president of the National Convention of 
Insurance Commissioners and following 
the resignation of C. C. Wysong of 
Indiana as president and moving up 
Commissioner Read of Oklahoma to the 
highest point, Mr. Lee was advanced to 
the first vice-presidency. Now the Na- 
tional convention thas no vice-president. 

Mr. Averill is a native of Michigan, 
but has been a resident of Oregon since 
1889. He served as a member of the 
commission of public docks of Portland 
for 12 years. He also acted as vice- 
president of Ross Mill Furnishing Com- 
pany and as a director of the American 
Exchange Bank, the Oregon & Wash- 
ington Joint Stock Land Bank, and the 
Oregon Securities Corporation. He was 
one of the early directors of the Pacific 
States Fire and later served as presi- 
dent. He also was president of the 
American National Bank for two years. 


Opens New Toronto Office 


The Prudential Assurance of London 
held a dinner in Toronto, marking the 
establishment’ of its Toronto office. 

E. Hartley, recently appointed Toronto 
manager, presided. Speakers were F. C. 
Capon, assistant manager for Canada; 
C. L. White, president Life Underwrit- 
ers Association of Toronto; L. W. Dun- 
stall, secretary Life Underwriters Asso- 
ciation of Canada, and R. J. Williams, 
recently appointed manager for Ontario 
of the new ordinary department to be 
opened shortly by the Prudential of 





(CONTINUED ON PAGE 8) 


Life Insurance Questions 


Asked Automobile Drivers 





HARTFORD, April 2.—That the 
carrying of adequate life insurance in- 
dicates a sense of responsibility desir- 
able in an automobile driver is shown 
in the new psychological questions to be 
given this spring to applicants for 
drivers’ licenses in Connecticut. The 
questions, “Do you carry life insur- 
ance?” “About how much?” “How 
many dependents have you?” “Have 
you a savings bank account?” and other 
apparently irrelevant queries are used 
to check up on the applicant's person- 
ality. 








Newark. 


Hard Times and Drought 
Were Not a Handicap 


In central Kansas, one of the 
sections suffering most severely 
from the prolonged drought of 
last summer, a salesman for the 
Bankers Life of Iowa has just 
staged an impressive demonstra- 
tion of selling. His success would 
seem to indicate that conditions 
are never too bad for the man who 
is willing to work hard, put in long 
hours, and call on the people. 

This salesman, C. H. Dierking, 
lives at Alta Vista, which is a 
town of 495 people some 30 miles 
southeast of Fort Riley, the geo- 

aphical center of the United 

tates. All around Alta Vista the 
fields have been dry and barren, 
creeks have disappeared, and farm- 
ers have been forced to haul water 
for miles to feed their families and 
livestock. Yet in spite of these 
conditions Mr. Dierking during 
March wrote new paid-for life in- 
surance totalling $95,000, all on 
residents within a ten mile radius 
of Alta Vista. 











Fine Analysis of 
Recruiting Given 


Giffin of Phoenix Mutual Gives 
Results of Study at Sales 
Congress 


WANT QUALITY BUSINESS 


Depends on Careful Selection and 
Training of Agents, Speaker Says 
at Philadelphia 


The desirability of quality business 
and the necessity of selecting men and 
training them properly in order to get it 
were points emphasized by J. A. Giffin, 
assistant manager Phoenix Mutual Life, 
at a luncheon for managers, general 
agents and superintendents at the Tri- 
state sales congress in Philadelphia last 
week, 

By statistics covering a large number 
of cases Mr. Giffin showed that the 
older the prospect and the larger his in- 
come, the larger is the average size of 
the policy purchased and the better is 
the average persistency. 

One hundred sales to men aged 20 
to 29 averaged $2,860 for each policy; 
the same number of sales to men be- 
tween 30 and 39 averaged $4,950 per 
policy, while a like number sold to men 
between 40 and 49 averaged $5,920. 

Taken according to income groups, 
100 sales to men earning from $1,000 
to $3,000 a year resulted in an average 
policv size of $2,510, with a lapse rate of 
130, if the figure 100 is taken to repre- 
sent a normal lapse ratio. One hundred 
sales to men earning from $3,000 to $5,000 
a year raised the average size policy 
to $4,640 and brought the lapse rate 
down to 110 on this scale. The same 
number of policies sold to men making 
from $5,000 to $10,000 a year resulted in 
an average policy of $7,280 and a lapse 
rate of 75, hguring normal at 100. 


Options Lower Lapse Rate 


_Mr. Giffin has also found by statis- 
tical study that settlement options in a 
policy result in a 50 percent lower lapse 
ratio and that old policyholders with in- 
surance in force have a very favorable 
lapse ratio, while old policyholders who 
have lapsed their insurance have a bad 
lapse record on their new insurance. 

His study also shows that business 
written on a semi-annual premium basis 
has a 50 percent worse lapse record than 
when the premium is on the annual 
basis. While it might be expected that 
the semi-annual payments, being easier 
to meet, would offset the fact that the 
policyholder has twice as many oppor- 
tunities to lapse his policy, there is more 
chance that the semi-annual or quarterly 
premium payer is sailing close to the 
wind or he would be paying his pre- 
miums on the annual basis. 

Look out for habits in the selection of 
new men, Mr. Giffin urged. He warned 
the managers not to try to operate a 
“reform school.” He also cautioned 
against use of newspaper advertising to 
secure recruits unless the standard of 
selection is kept very strict. He said 
much better results have been obtained 
with former salesmen, sales managers 
and executives than with men who have 
held clerical jobs. 

Able men in dead-end jobs in other 
lines are often good recruits if they 
measure up to specifications otherwise. 
Present agents also are good sources 
of leads for new recruits, he pointed out, 
but the main thing is to be “new man 
conscious,” so that everywhere he goes 
the agency manager is thinking of 





sources for new agents. 
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Nylic Agents paid for $900,897,700 of new insur- 
ance in 1930. Of this total 97.1 per cent was 
on Life and Endowment forms; only 2.9 per 
cent was Term insurance. These ratios, par- 
ticularly in the present economic situation, 
demonstrate that Nylic Agents are success- 
fully trained to sell the more substantial 
forms of insurance. 
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Business Women Are Fine 
Prospects for Insurance 


FEMININE MANAGER'S VIEWS 


Miss Bliven of Penn Mutual Gives 
Valuable Talk at Sales Congress 
in Philadelphia 


The importance of business and pro- 
fessional women as life insurance pros- 
pects has been largely overlooked, Miss 
Sophie Bliven, manager women’s 
agency Penn Mutual, said in an address 
at the Tri-state sales congress in Phila- 
delphia last week. 

“Perb--: when you consider financial 
plans for a young business woman,” 
Miss Bliven said, “you think, ‘Oh, well, 
she will soon marry and her husband 
should be the one to have the life in- 
surance.’ That is absolutely true, and 
yet, is it not also true that a self-com- 
pleting savings fund in the form of an 
endowment would be the best savings 
plan that the junior business girl could 
adopt? She will thereby learn some- 
thing of thrift, and, later when you 
solicit her husband she will understand 
and be in sympathy with your program, 
an ally, rather than a hindrance. 

Idea of Thrift Appealing 


“All girls have a feeling they should 
save something, perhaps due to home 
or school training, perhaps because of 
the urge of our present- -day thrift adver- 
tising. But saving is so hard and 
there are so many pretty things wanted, 
and so many good times to enjoy. Yet 
the idea of having $1,000 to do with as 
she pleases appeals to any girl. 

“Women in great numbers, 
have said before, are in the 
world today. As teachers, lawyers, 
tors, nurses, executives in the commer- 
cial and banking world, 
year are playing an increasingly 
portant part. This is really the first 
generation of the business woman. In 
the p»st, women have been in the home, 
provided for by father or brother. To- 
day they are independent economic units 
with earnings almost commensurate 
with those of men. Yet, how many of 
these women have realized the im- 
portance and the necessity of building 
for future income? 

“Isn't that the biggest problem of the 
business or professional woman and one 
which we as life underwriters can help 
her solve, for we can underwrite her 
program of life with a definite guar- 
anteed monthly income? 

Protection of Self Vital 


as we 
business 


im- 


“As protection of wife and children is 
the outstanding need of the man with a 
family, so protection for the woman, 
herself, in her later years, is the need of 
every independent business woman. 

“Who is to pay her salary when she 
can no longer take her place in the busi- 
ness world? This problem should be 
faced, for each year it becomes more 
difficult for the woman in her 50s to get 
a position. The tragedy to those of us 
who work a great deal among women 
is the woman of 55 or 60 who realizes, 
all too late, that her small savings of a 
few thousand dollars will not give her 
a competency. 

“We have in the deferred annuity con- 
tracts an ideal solution for this problem. 
Never sell a woman such a contract if 
there is an insurance need, but for the 
vast majority of cases this contract fits 
an exact need and answers a specific 
purpose. 

“Why is this an ideal investment and 
savings plan for a woman? First, it is a 
systematic plan. Second, it is a perma- 
nent savings plan, a long-time savings 
plan. The money is not paid until it is 
needed. Third, the usual savings ac- 
count is so easily accessible. It is so 
apt to become a ‘put and take affair,’ 
mostly take. On the other hand, with 
this savings account, if necessity arises 
and money is really needed, the emer- 
gency fund is there in the cash and loan 
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Official Host 











WILLIAMS 
President Western & Southern Life 


CHARLES F, 


President C. F. Williams of the West- 
ern & Southern Life was the official host 
to the agents of his company at the big 
annual convention held at Cincinnati 
last week. This was the first conven- 
tion asembled after Mr. Williams was 
made the executive head of the Western 
& Southern, succeeding the late W. 
J. Williams, his brother. President C. 
F. Williams is regarded as one of the 
most astute life insurance officials of the 
country. 


March Sales Encouraging 


Increases ren mm Many Offices— 
Growing Public Interest in Policies 
as Investments 


A distinct change for the better was 


discernible in Chicago life insurance 
sales in March. Large increases over 
March, 1930, figures were reported by 


a number of offices and agencies are 
now decidedly optimistic whereas earlier 
this year there was general doubt that 
conditions would be much easier for 
several months. 

The Aetna Life general agency of S. 
T. Whatley enjoyed a $900,000 increase 
in paid business, which was 40 percent 
over the same month last year. Sev- 
eral big cases were in the total, which 
is taken as an indication that business 
men, at least in that region, are recov- 
ering from the depression. 

Sale of a large amount of the Sun 
Life’s “life with annuity” contract which 
was taken off the market March 1, also 
gives a hint of this strong public tend- 
ency toward better morale and a reviv- 
ing interest in sound investments. A 
$1,000,000 contract recently was sold to 
a rich man. Many offices have com- 
mented on the general rise in average 
premiums this year, some offices averag- 
ing as high as $45 per $1,000. 

The A. E. Patterson general agency 
of the Penn Mutual in Chicago paid for 
over $1,291,000 in March, a 20 percent 
increase, giving the agency a net 5 per- 
cent increase for the first quarter. 

hicago agencies of the Equitable of 
New York paid for $6,160,000 in March 
and about $19,300,000 for the first quar- 
ter. 








values. Fourth, the principal is guar- 
anteed, the income is guaranteed, not 
for one month or one year, but for life 
and that is vitally important. 

“And lastly, there is a security back of 
the contract, the sureness of the plan 
itself. What you really offer a woman 
is a section of the choicest investments 
in the United States todav.” 
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L LIFE INSU R. ANCE 


F uture in 1 Life Insurance > 
Broadcast by 60 Stations 


Life insurance went on the air in a 
big way with the broadcasting over the 


Columbia chain of an address by L. S. | 


Lindsay, second vice-president New 
York Life, on “Life Insurance As a Ca- 
reer. 

The broadcasting company estimates 
there were 6,000,000 to 7,000,000 listen- 
ers. Ths was the 19th in a series of 
vocational guidance talks given for a 
“School of the Air” by business leaders, 
and was at the invitation of the Colum- 
bia broadcasting system. It was car- 
ried over 60 stations. 

Mr. Lindsay’s talk, in the form of an 
interview, was guided by F. V. Fitzger- 
ald, editor in charge of the vocational 
talks. These are directed to high schools 
of the country, and fathers and mothers 
interested in learning of opportunities in 
different vocations. The interview was: 

Mr. Fitzgerald: What qualifications 
should a young man or woman have to 
make a successful insurance agent? 

Mr. Lindsay: First, integrity—hon- 
esty. No permanent success can be 
achieved in any line without the funda- 
mental requirement of integrity and 
character. 

Second, the ability and willingness to 
work hard without too much super- 
vision. An insurance company provides 
instruction for new agents, but their 
success will depend on their own initi- 
ative and energy. 

Courage Is Required 


Third, courage. When you have 
worked hard, landed a big policy and 


or help at home, which will enable the 
new agent to keep going for two or 
three months while he is getting his 
business started. 

Mr. Fitzgerald: Do you find many 
people who are able to fill these require- 
ments. 

Mr. Lindsay: We have very little diffi- 
culty in finding men and women who 
have the necessary intelligence, educa- 
tion and pleasing personalities. But we 
do have trouble in locating those who 
can manage themselves. It is the “self- 
starter” who succeeds in our business. 

Mr. Fitzgerald: Is previous experience 
in life insurance or some other particu- 
lar business necessary? 


Experience Not Essential 


Mr. Lindsay: No. As a matter of 
fact, we prefer to employ persons who 
have had no previous life insurance 
training and teach them in our own way. 
Of course business experience is valu- 
able, because it affords an opportunity 
to acquire a knowledge of human na- 
ture and of how to deal with all sorts 
of people. 

Mr. Fitzgerald: Is it possible for 
young people, say in the early twenties, 
to succeed in selling life insurance? 

Mr. Lindsay: We have had a good 
many very young agents starting in the 
early twenties who have done excep- 
tionally well, in spite of the fact that 





| 
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they had no previous business experi- 
ence. But they possessed unusual en- 
ergy, ambition, courage, self-reliance and 
other positive traits of character. They 


you are counting on your commissions were able to manage themeslves. 


to pay your rent and grocery bills which 
are coming in and the company writes 
you that your case is turned down, it 
takes real courage to smile, put on your 
hat and go right after another one. 
Courage is an outstanding trait of char- 
acter among successful life insurance 
men and women. 

Fourth, a little capital, not necessarily 
a bank account, but credit or backing 


Gives Radio Talk 

















L. 8. LINDSEY 


L. S. Lindsey, second vice-president 
New York Life, whose interesting radio 
is presented here in large 

part, knows whereof he speaks when he 
tells of the opportunities in life insur- 
ance for young men and women. ~ He 
started at an early age as a clerk in the 
office of the ew York Life and 


him second vice-presi- 
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Tells Interesting Case 


One of the most successful men in 
our business began when he was 19 
years old in Baltimore. He was a good 
football player. He started insuring the 
boys on his team and nearly all of them 
took policies. Then he insured mem- 
bers of the teams he played against. 
Through them he secured the names of 
hundreds of other young men and in 
no time he was the busiest young agent 


| in the state. Today he is at the head 


| of a great imsurance agency and pro- 


ably making between $50,000 and $100,- 
000 a year. 

The president of my company has 
been in its service for 51 years. He 


| started as an office boy in our Milwau- 


kee office when he was 15 years old. 
At 21 he became an agent. He wrote 

$250,000 of life insurance the first year, 
wasting in the little towns in the state 
of lowa—a quarter of a million in those 
days was as much as half a million to- 
day. I myself began selling insurance 
when I was just 21. 

Emphasizes Three Traits 

The two men I have told you about 
succeeded, not merely because they had 
ability but because they were eager to 
succeed, eager to go out and see peo- 
ple. They were persistent, energetic and 
ambitious. 

Our business gives the ambitious 
youngster an opportunity to go to the 
front quickly. He will be judged not 
by his age but by the results of his 
work. 

Mr. Fitzgerald: Is it necessary to be 
a born salesman to succeed in the in- 
surance business? 

Mr. Lindsay: Not at all. That is an 
exploded theory. I believe the average 
person of intelligence, character, ambi- 
tion, who will work without needing any 
one to watch him can succeed in our 
business. But it is not easy by any 
means. Every day we se persons of un- 
usual ability fail because they won't 
work hard. Others of average ability do 
work hard and intelligently, and, con- 
sequently, make real successes. 

Mr. Fitzgerald: Could you give us any 
idea as to what there is about oe 
business that makes it interesting as 
life work, aside from the opportunity it 





on as cane ago. 


affords for meeting so many people and 




















N©NL 


Agents Earned More 


COMMISSIONS 
IN 1930 


q Income from first year prem- 
iums on new insurance written 
in 1930 was 11 per cent 

excess of first year premiums 
on new insurance written in 
1929. This means that NYNL 
agents made more money in 
1930 than any previous year. 
Obviously they made good 
use of the Company's splendid 
investment contracts in accom- 
plishing this in a period of na- 


tionwide business depression. 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


O. J. ARNOLD, passsent 
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The darkest hour 
is just 
before the dawn 


The return to prosperity 
is not far away 


Meanwhile 


Prepare to cash in on your expe- 
rience as a successful underwriter 
by securing a General Agency 
(Salary, Commissions, Overrid- 
ing and Renewals) with a high 
class established participating 
company with an enviable record 
for low cost and fair dealing. 


In confidence tell us the whole 
story briefly. 


Address 121, The National Underwriter 


A1946 Insurance Exchange Bldg. 
Chicago, Ill. 




















for dealing with human nature? 

Mr. Lindsay: Yes, indeed. Life in- 
surance is a great social service. It 
helps men and women in so many ways. 
First, it is the easiest way of saving 
money regularly over a long period of 
time, so as to provide for comfort in 
the later years of life; this is important 
because most of us find it hard to save. 

As we go along in life, we accumu- 
late responsibilities to other people. For 
example, a young man marries, becomes 
a father. He is troubled when he real- 
izes that the little property he has ac- 
cumulated would not provide for his wife 
and children very long. So he buys life 
insurance. If he lives, he has saved 
money for his own old age. 

You young people will be interested 
in what we call educational insurance. 
A boy or a girl wants to go to college. 
Father is willing. So he buys an edu- 
cational policy. As long as he lives, 
he is saving money for himself. If he 
dies, there is money for his son’s or 
daughter’s college expenses. 

Applicable to Business 


One more thing—two partners in 
business insure their lives. When the 
first one dies, his partner will have 


money immediately, so that he can pay 
the widow ‘her share of the business in 
cash and thus own the business entirely 
himself. 

Mr. Fitzgerald: What are the oppor- 
tunities in your business for persons of 
ability who have serious personal handi- 


caps? 
Mr. Lindsay: Let me give you two in- 
teresting cases. A young foreigner 


making shoes in a shoe factory near 
Boston, seeing the need of insurance 
among the foreign born of his commu- 
nity, went into the business and moved 
rapidly to the front, imbued by an al- 
most religious fervor to protect women 
and children. Today he is an outstand- 
ing citizen, looked up to and respected 
by the biggest men in his community. 


Blind Business Man Wins 


A prominent business man, earning 
$30,000 a year, suddenly lost his eye- 
sight and was absolutely unable to con- 
tinue his business. He took up life in- 
surance and became one of the leading 
agents in his community, and, in addi- 
tion, out of sympathy for fellow suffer- 
ers, and largely at his own expense, he 
had books of instruction printed for the 
blind agents. There was a case of real 
courage. 

Mr. Fitzgerald: Is there anything else 
of general interest you would like to 
add, Mr. Lindsay? 

Mr. Lindsay: Perhaps you would be 
interested to know that only 6% percent 
of the population of the entire world is 
in the United States, yet 74 percent of 
the 156 billions of dollars of life insur- 
ance of the entire world is in American 
and Canadian companies. 


Appoints Mortgage Man 


Thorn C. Ernest, vice-president of 
Peabody & Co., investment bankers of 
Chicago, this week was appointed cen- 
tral western mortgage representative of 
the Penn Mutual Life, following con- 
ferences with Vice-president W. H. 
Kingsley of the life company who went 
on to Chicago especially for the pur- 
pose. Peabody & Co. for 40 years has 
been fiscal agent for the Penn Mutual. 
Officials of the banking house stated this 
appointment strengthens the relation- 
ship. It is one considered of major 
importance. 

Mr. Ernest has been connected with 
Peabody & Co. two years as vice-presi- 
dent in charge of the real estate loan 
department which handled the Penn 
Mutual account. He has had 16 years’ 
experience in the real estate and mort- 
gage field in Chicago. . 


North American Life Appointments 

The North American Life of Toronto 
announces the following appointments: 
A. F. Hall, formerly associate actuary, 
as actuary; W. J. Burgar, assistant sec- 
retary, and Dr. J. G. Falconer, assistant 
medical director. 








Talks at Congress 




















J. E. GIBBS 


J. E. Gibbs of the Penn Mutual’s 
educational department was one of the 
main speakers at the Tri-state congress 
in Philadelphia March 26, i on 
“Security of Interest.” 








Companies May Not Be 
Able to Maintain Scale 





NEW YORK, April 2.—Some life 
company officials in the east are not so 
sanguine that they can maintain their 
policyholders’ dividend records for 1932. 
The companies have shown a gilt edged 
record in this respect since the big in- 
fluenza epidemic was over and the large 
production of new Jibusiness followed 
after the war. The mortality ratio went 
down, new business was easy to get, 
securities yielded well and in spite of 
the farm mortgage situation the profits 
were most gratifying. 

During the last 18 months there has 
been a different story to tell. Mortality 
has risen, production is off, interest 
earnings have declined and there are 
other causes that have affected the profit 
earning factors. These influences have 
all left a dent in the organization. Some 
of the conservative companies declare 
that it is unwise to keep up a pretense 
and undergo a terrific strain to maintain 
a dividend record that was built on the 
basis of more favorable days. Owing 
to liberal dividends the net cost of some 
companies has been very low. This 
has been stiff competition to meet. 
There will be keen interest therefore in 
the attitude of companies toward the 
1932 dividends. 


Big Production for O’Brien 


The J. B. O’Brien agency of the 
Berkshire Life at Albany, N. Y., wrote 
in February $1,205,000, a gain over Feb- 
ruary, 1930, of 75 percent. 

Mr. O’Brien left for Florida Feb. 1 
and during his absence the men of his 
agency staged a campaign in his honor 
which was handled by J. F. O’Brien, 
brother of the general agent, supple- 
mented from the home office by J. S. 
Winings, superintendent of agencies. 


Capital Life, N. C., Is Sold 


The Capital Life of Raleigh, N. C. 
has been purchased by the Home Se- 
curity Life of Durham, N. C. and will 
be operated as a separate unit of the 
Durham company. The Home Security, 
which started in 1916, has more than 
$16,000,000 insurance in force while the 
Capital, organized in 1928, has more 
mers $3,000,000 industrial insurance i 
orce. 
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Will Be Guarantee Mutual 


Work of Getting Guarantee Fund Life 


on Legal Reserve Basis Is 


About Ended 


Ihe Guarantee Fund Life of Omaha 
expects to be on a fully equipped legal 
reserve basts by July 1. It has decided 
to use the name Guarantee Mutual Life. 
Almost all the transfer of policies has 
been done to the new American 3% per- 
cent rates. It has $172,000,000 insur- 
ance in force and 95 percent has been 
transferred to the new rates. When the 
legal reserve company is licensed all 
that will be necessary to do will be to 
have a rider attached to existing poli- 
cies, changing the name, eliminating the 
assessment clause and putting the con- 
tract on a full legal reserve basis. 


Detroit Life Takes Forward 


Step in Conservation Work | 


George Thurman, who has been supet 


visor for the lower peninsula of Michi 


gan for the Detroit Life, has been named | 


manager of the newly created conserva- 


tion department and has taken over his | 


new duties at the home office in De 
troit Conservation work in the past 
has been conducted by the _ policy- 
holders’ service department, of which B. 
E. Hopton is the head 

The Detroit Life has recently taken 
a forward step in conservation work 
by employing three paid field conserva- 
tion men, working out of the home of- 
fice on a salary basis, devoting their en- 
tire attention to policy reinstatements 
and the reviving of “orphan” policies 










have charge of 
activities of these men. 
H. Schouten, president Amer- 


All-States Life Appoints 
New Department Managers 


MONTGOMERY, ALA., April 
>. Brown of Birmingham has 
been appointed 
States Life group insurance department 
and Prof. John E. 
been appointed manager of the life in- 
stitutional endowment department 


Pitts of Auburn 





manager of the 


Association of Life Underwriters, 
est producers ol 
Professor Pitts will 


Institute, but wil 





Renner Buys Tulsa Life 


office has been transferred to 
l east Texas. C. M. Joiner, who bro 
sold as well as 


Renner, secretary, and Bert Browne, 
agency director. 


Take Applications by Plane 


President C. H. Ellis of the Pan. | 
American Life was presented with $1,- | 
500,000 in applications in New Orleans | 
Saturday, the 19th anniversary of the | 
company. W. E. Clifton, manager at | 
Columbia, S. C., took the applications | 

| 


|in an airplane. Stops were made at At 


lanta, Birmingham, Montgomery and | 
Meridian to pick up the contribution: 


\ 


from the agencies there 


New Farmers’ Officers 


DENY ER, April 2 At the ar nual 


| meeting of the Farmers Life of Colo- 
|rado .all directors and officers were 


unanimously reelected. C. L. Country 
man, Ogalala, Neb., banker, was elected 
treasurer to fill the vacancy caused by 


the death several months ago of J. H 


Orr of Lewellen \W. M. Glenn, Tri- } 
bune, Kan., was elected second vice 
president, succeeding \W P. Snyder 


| North Platte, Neb 


Knights Life to Move 
[The Knights Life of Pittsburel 


purchased an old residence on the “north 
side” in Pittsburgh and i ompletel 

rem iting t preparatory to vine l 
}some time next week rhe Knights is | 


an industrial company which has made | 


progres and. has been located for 
e years in the Jenkins Arcade 


Marvin Now Board Chairman 


the Gulf State 
elected Z ] Mary 
board. W. J. I 


will succeed him as president 





Start Sun Life of Texas 
The Sun Life s being organized 


one of the first wells in the east 


Maurice | Texas field, is to be president Or 



















1930 gave The Lincoln National 
Life Insurance Com 
Indiana,/Os3/nore PALA Business 
than 1929. 


NI 





Medical Director 




















Reserve's New Offficials 


rve Life of Birming- 






pany, Ft.Wayne. 
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McNAMARA GIVES DINNER 


The J. C. McNamara agency of the 
Guardian Life last week held an agency 
dinner as part of its campaign to pay 
for $3,000,000 of new business in March. 
Mr. McNamara pointed out that when 
the agency wrote $3,672,000 in June, 
1930, it had not paid for so much by the 
middle of the month as it did during 
the present drive. In the first 16 days 
of March the agency paid for $1,450,000. 

Other speakers included Vice-Presi- 
dent J. A. McLain of the Guardian Life, 
Clarence Axman, editor “Eastern Un- 
derwriter,” and J. T. Balfe, the new 
production manager. Walter Knowlton 
and Philip Broughton, two of the star 
producers, acted as joint toastmasters. 

& Kk 


BIG AGENCIES SHOW DROP 


Because of the exceptionally large 
volume of business paid for in March, 
1930, most of the leading New York 
agencies showed a drop last month as 
compared with the same month last 
year. The J. S. Myrick agency, Mutual 
Life of New York, paid for $4,948,567 
last month against $5,417,332 in March, 





1930. Some other figures are: C. B. 
Knight, Union Central, $3,075,000 
against $4,617,588; J. E. Hall, Penn Mu- 
tual, $2,415,000 against $3,560,725; John- 
son & Higgins, Home Life of New 
York and Prudential, $2,127,000 against 
$1,913,000; P. R. Garrison, Prudential, 
$2,074,000 against $3,497,000; Keane- 
Patterson, Massachusetts Mutual, $2,- 
010,000 against $1,918,600; R. H. Kef- 
fer, Aetna Life, $1,862,550 against $3,- 


| 931,000; E. C. DeLong, Mutual Bene- 








fit, $1,675,500 against $3,760,000; J. M. ! 
Fraser, Connecticut Mutual, $1,263,000 | 
against $2,281,000; J. C. McNamara, 
Guardian Life, $1,686,000 against $2,- 
408,573. 
* * * 
ANDREWS MOVES HIS OFFICE 
The downtown office of the Phoenix 
Mutual Life, of which L. H. Andrews 
is manager, has moved from 41 Maiden 
Lane to the new 19 Rector street build- 
ing, where the agency now occupies the 
entire twenty-second floor. The new 
quarters are about twice the size of the 
former office. Mr. Andrews has a full 
time force of 33 men and plans to in- 
crease it to 40 by the end of the year, | 





| for more than $2,000,000 in new busi- 


The new office has accommodations for 
75 full time men and it is planned to 
increase the number of agents to that 
figure eventually. The office does no 
brokerage business except on annuities 
and surplus lines. 
x * * 

LIEBERMAN HEAD OF OFFICE 

Abraham Lieberman, who has been an 
assistant superintendent in the Isaac 
Goldstein office of the Prudential in 
New York City, has taken charge of the 
new district establishment in the Ter- 
minal building, 215 East 149 street. He 
already has five assistant managers and 
43 agents. Mr. Lieberman is a very 
active and successful life insurance or- 
ganizer. 

* * x 

JOSEPH HAS BEEN SUCCESSFUL 

The A. G. Joseph agency of the Home 
Life in New York is rounding out its 
first anniversary with a very success- 
ful year behind it, during which it paid 


ness. Mr. Joseph was appointed gen- 
eral agent April 1, 1930, but the office 
was not opened until May 22. 

Mr. Joseph’s brother, Max Joseph, 
ranks No. 1 in the President's Club for 
being first in amount of new premiums 
settled for the eight months ending 
Feb. 28 and the agency has two other 
producers on the home office ‘honor roll, 
S. W. Fleischner and Arthur Groef. 











BOARD 
of 


DIRECTORS 


MODIE J. SPIEGEL, Chair- 
man. 
Chairman of the Board, 
May-Stern & Co., 
one of the three largest 
mail order houses in the 
worki; Vice-President Gat- 
zert & Company, Invest- 
ment Bankers. 


ROBERT E WILSEY, 
President R. E. Wilsey & 
Co., Investment Bankers, 

s in all principal 
cities; Vice-President and 
Director Railroad Shares 
Corporation, Investment 
Trust; Vice-President and 
Director Seaboard Utilities 
Company, Investment 
Trust. 


Cc. J. DRIEVER, President 
Cochran & McCluer, Mort- 
gage Bankers; Vice-Presi- 
dent Chicago Mortgage 
Bankers Association. 


FRED W. BAILEY, Vice- 
President Old Republic 
Life Insurance Company. 


H. D. FOSTER, Vice-Presi- 
dent Old Republic Life In- 
surance Company. 


Cc. H. BOYER, Eastern 
Manager, Old Republic 


Life Insurance Company. 


CLINTON W. HOWE, 
President Old Republic 
Life Insurance Company; 
Vice-President American 
X-Ray Corporation. 


DONALD L. DAVIS, Vice- 


A Ready Reception 


GINCE special arrangements 

were made providing a Full 
Family Protection Policy through 
the Chicago Herald and Ex- 
aminer the name of the Old Re- 
public Life has become widely 
known. A ready reception enables 
our agents to successfully close 


business. 


There’s opportunity 


Republic Life in the following 


states : 


Illinois 
Indiana 
Minnesota 


Complete information regarding an 
agency connection gladly furnished 
on request to the Home Office. 


New Jersey 
Ohio 


Pennsylvania 


with the Old 





President B. ©. Clark 
Veneer Company. 


DR. HERMAN N. BUNDE- 
SEN, Goroner Cook County. 


B. J. CLARK, Vice-Presi- 
dent R. E. Wilsey & Co. 


CARL R. LATHAM, former 
president Chicago Bar As- 
sociation. 








& 
OLD.REPUBLIC LIFE 
INSURANCE COMPANY 


Home Office: 221 N. 
CHICAGO 


Visual Appeal Is 
Essential Factor 


(CONTINUED FROM PAGE 3) 


And yet I believe that it will be every- 
one’s experience that he has bought 
certain objects purely as a result of 
visual sale on the part of the corporation 
manufacturing that product. 

“If we agree that the eye plays an im- 
portant part in grasping the story of 
what life insurance will do, our next 
step, naturally, is to find out what we 
can use which would appeal to the eye.” 

At this point Mr. Gibbs drew a sketch 
of a house on a blackboard. He said it 
is instinctive to be interested in a draw- 
ing and it focuses attention. He then 
presented an organized sales talk that 
has been used with great success: 


Presents Prepared Talk 


“*Good morning, Mr. Jones; my name 
is Gibbs of the Penn Mutual Life Insur- 
ance Company. I'd like to draw you a 
picture—have you a piece of paper? 
Thank you. Mr. Jones, I’m going to 
call this your house. I know it doesn't 
flatter you very much, but let’s call it 
your house anyhow, whether you live in 
an apartment or any place else. Now, 
Mr. Jones, this is the foundation, and, 
like myself and most married men, I 
suppose the foundation of your home 
consists of income from your securities, 
investments, bonds, stocks, mortgages, 
etc., and from your income, salary, fees, 
and commissions—that’s so, isn’t it? 

“*By the way, Mr. Jones, do you have 
any children? One girl? Fine, what is 
her name, Mr. Jones? Mary? How 
nice. Let’s call this Mary’s room. 

“*Now, Mr. Jones, taking this income 
block under the house, a portion of it 
comes from your investments and some 
comes from your earnings—that’s true? 
Now, what proportion of this total in- 
come would you say came from interest 
on your investment—10 percent? In 
other words, if you are making $10,000 
a year and $1,000 of it is coming in just 
from investments, that would be about 
10 percent; is that a fair approximation? 


Asks Leading Question 


“*Mr. Jones, how much life insurance 

do you own? [Now, a great many peo- 
ple may think that is a terribly danger- 
ous thing to do. One of the beauties of 
some little simple diagram like this is 
that you can ask that question and the 
man is sufficiently interested, or suff- 
ciently puzzled, wondering where you 
are going, that he will answer, nine 
times out of ten, without the slightest 
reluctance. This has been proven by 
innumerable tests.] 
“‘Oh, $10,000. Well, that’s fine, Mr. 
Jones. I suppose that 6 percent would 
be about the best interest you could ex- 
pect on anything like that with safety— 
isn’t that so? Well, all right. Now, 
that will give $600 added to this income 
at the foundation of your house, but of 
course, if your life insurance is yielding 
that, it means you'll be out of the pic- 
ture. In other words, the bell has rung 
for you. [At this point the portion ot 
the foundation of the house marked 
“earned income” will be erased, leaving 
the house on a very unstable foundation, 
and it is interesting to note that Marys 
room is over the vacant lot.] 


Uses Homely Illustration 


“*Now, Mr. Jones, you wouldn’t want 
your family to have to live in a house m 
that condition, would you? Nor would 
you want them to live in as small a 
house as that foundation would ade- 
quately support. What is the least, Mr. 
Jones, not the most, but the very least 
amount of money that Mrs. Jones and 
Mary could possibly get along on if you 
were not here? Could they get along on 
$200 a month?’ 

“From this point on, it is obvious 
to all of you that we have a straight, 





La Salle St. 
































| adequate income plan for his family. 


definite income insurance presentation, 
basing our whole discussion on the 
needs of Mrs. Jones and Mary and tying 
it in with the ability of Mr. Jones to 
make sufficient deposit to create an 
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Complete Life 
Insurance Service 


for a Modern Age 


cR> 


We Offer 


—Policies all ages, 1 day to 70 years. 

—Both Participating and Non-Participating. 
—Non-Medical—Sub-standard. 

—Disability, Dismemberment and Surgical Benefits. 
—Special Monthly Premium Payment Plan. 
—Double Indemnity. 

—Children’s Policies with Beneficiary Insurance. 


—NEW FAMILY INCOME PROTECTION 
POLICY. 


—Sales Planning and Circularizing Department. 
—Producers’ Club. 














Available territory in seventeen 
“gq states West of the Mississippi 
River and in Illinois and Florida. 


WRITE DIRECT TO HOME OFFICB 


cs ION? 


Central States Life 
Insurance Company 


James A. McVoy, President 


HOME OFFICE: SAINT LOUIS 











aie 






































(CONT’D FROM PRECEDING PAGE) 1931 1930 ee gane nes 
1931 1930 250 ee? Eteeth 
189 .. Midwest L., Neb. 24,844,030 | 254 - - Cosmopol, ys etter 

ee ee ee eee ee —s ~s a lhe ne . "ers" 
199 .. Cedar Rapids L. 24,042,273 | .-. aie Serweee 
° 253 m eliable L. & A 7,917,901 
191 -. Indep. L., Tenn. 24,006,983 Industrial ... 7'917,901 

2 Andustrial ... 19,762,131 | 954 =... southn. Old Line 7'871.216 

192 ..- Wash. Fid. Nat. 23,971,386 | 5° 4 Prov 7'813'973 
Group soceres 47,000 | 95 ©: Missouri Ins... 7,686,509 
Industrial ‘ 20,731,297 | “? :_;. si Pas pee ’ ++ 
193 .. Lincoln Liberty 23,518,605 | o<- _ naustrial 7,096,500 
Q lf s Lif 23'143.869 257 .» Guar. Income... 7,506,955 
194 oie ~— > _— ate "276.500 258 .. Manhattan Mut. 7,355,917 
came ne 276, on , 7'255 56 
195 .. Brooklyn'Nat' i 22,124.57 | 29° “Group .'.-.-. LAbe338 
Group ....-.. Rt tH Industrial |: .: 450,329 
196 - Liberty L., Kan. 22,019,635 260 _. Nat. Ola L. Ark 7.128500 
197... Bankers Ha i 21,550'630 | 261 :. Western Res... 1.064.500 
198 .. American, Colo. 21,428,136 | ooo one ee ; lil. 7 02230 
199 .. Victory, Kan... 21,370,000 393 -* Tine an on 6'683 388 
200 .. Maryland Life. 21,293,986 | 59, °° Sn 617335 
201 Central L., Kan. 20'263.737 294 .. Amer. Sec., Ala. yet 335 
ons 136 - rs 90'047 04 GEOG ccccces 2,321,750 
202 .. Service Life... 19,947,027 | 995 .. Amer. Sav. Ind 6,527,012 
203 .. Prov. Life, N. D. meee tt gine era fo 38°250 
a e ,00 eas an rs t+ 
204 .. Natl. Reserve.. 18,792,948 | 296. Century Life... 6,351,880 
205 na meme Friendly. tty st: 297 Un. Life. Ark... 6.188.572 
Industrial .791,943 | 5. as Ave Pes: “ae: “4 
206 .. Am. Nat. Assur, sgeenees | 77° = -- ~(United Paciie.. ysentes 
207... +Southern L. & H. 18,012,084 | ooo oa Le. 
Industrial ... 14,294,174 | -** om y - wtelen -_ 3 00 
208 .. Gr. Western, Ia. 17,735,016 a A ll Ait 
209 .. Sentinel Life... 17,549,232 | oo9  weate tite th. 152 
° Group Ao dats 1,133,100 301 .. Continental Nat. ,000 
210 “ae Lincoln Re S.+.. 17,423,583 302 ** Amer. Metical. 5'380 000 
_ ‘ _ oy a 18: 616529 303 -» Acme Life...... , : 700 
212... Omaha Life 16,460,983 | 90, mah, Aa "ase sen 
213 .. Amer. Sav., Mo.. 16,418,386 | * oF om Industrial 4 345 
214 .. Northwtrn., Neb. 16,045,743 205 2 on Angeles L 308 
215 .. Life & C., Chgo. 16,007,345 | So2 ‘* iain ie "172" 480 
216 .. Agricultural ... 15,884,965 15-- °° AMECON NOt. . <4 
a] ~ Vi ‘tory. Ill Fe 15'809.311 307 -. Old Republic .. oe 
—_ . a See oS ee ert tts EE 6a sews ,013,700 
Industrial . 1,196,423 ene 9 099° 
9 * ee tee = e310 46 Industrial 9,09 
2. oe 15,619,463 | 308 © .. Northwtn. Union 4,057,330 
590 te Union Mut L ife 15. "324'914 Nat. Old L., Kan. 3,696,820 
5° : ee wa gps oer ="*4 Crockett Mut... 3,392,100 
221 .. Cosmopol., Tenn. 15,121,041 Stand. I Miss 3378213 
«uw J B19 Stz . L., Miss.. ,378,2 
299 mee rom rt t yt Richmond Ben.. 3 ter 
scene a Pato ee 194 Ok Industrial ... 3,031,126 
a eee fy 3 ty ityt Cosmopol. Old L. $,092,712 
peters Mie 0 Cttett Pioneer Nat.... 3,056,500 
pane. See. Sass 14,135, 44¢ Builders Life... 3,040,100 
Home State Life 13,852,058 Group ....... 467.813 
Industrial | 10,614,892 Ministers Mut.. 2,844,045 
226 .. Modern L, Minn. 13,638,36 Fidel. Life, Ala. 2,701,587 
227 .. Monarch Life... 13,637,465 — i & me 2,543,244 
228 es Nat. Standard.. 13,618,5 .- No. Am L&C 2) 406,559 
229 .. Empire LL. &A.. 13,533,26 - Reliance Mutual 2,379,137 
I - 
Industrial ; 8,506,4: Postal Nat..... 1,805,137 
230 .. Farmers Un. M. 13,465,933 Transcontl. ‘ 1,749,180 
231 -- Judea Life...... 13,408,751 Cosmopol., Tex. 1,633,500 
232 .. St. Louis Mut.. 12,906,436 | 324 State Nat., Mo.. 1,500,130 
233 . Un, In, Co, of A. 11,549,409 | 325 Internatl. Trav. 1,386,750 
Industrial 10,389,022 | 326 Union Life, Il1.. 1,340,700 
234 .. Harvester Life. 11,151,751 | 327 Building L. & L 1,111,369 
235 Texas Security. 11,145,310 | 328 .. Trinity Reserve 1,076,500 
236 .. American Home 11,082,790 | 329 .. Okla, Southern.. 1,050,500 
237 2. Pac. Nat. Life.. 11,066,300 | 330 Amer. Thrift... i, 
238 Afro-Amer. Life 10,816,447 | 331 Amer. Citizens.. 
re 72,350 | 332 Nat. Aid Life... 
Industrial ... 9,100,475 | 333 Webster Life... 
239 .. Alamo Life, Tex. 10,739,264 | 334 Mut. Old L., Ia.. 
a ere 249,000 | 335 Nat. Progressive 
240 .. Gr. Am. L., Kan. 10,507,137 | 336 Pyramid, Mo... 
241 .. Bank. Credit L. 10,463,522 | 337 Bank. Un., Colo. 
242 -. Puritan Life... 10,383,159 | 338 Ae se Sa L. 
Group ......-. 1,938,000 | 339 Northern ife.. 
243 Nat. Equity 9,604,331 Industrial 
Industrial 90,767 | 340 .. Paul Revere L.. 
244 -> Nat. Sec., Tex.. 9,302,103 | 341 Nat. Thrift As. 46 
245 .. States Reserve. 8,939,915 | 342 Legal Life..... 137, 700 
246 Gr. Nat. L., Tex. 8,597,963 —_———_— 
De secoeee 209,950 Geeme Teteas cccccscccese $113,390,9 36,837 
247 +.. Guar. Secur.. 8,532,266 | Pe vsavesunecunes 84,795,897,755 
248 .. Policyholders N. 8,315,013 De «<cceees¥0eeeese6 10,544,523,611 
249 -- Equity L., Neb.. 8,180,661 0 aaa 18,050,515,471 








LIFE COMPANY 


CONVENTIONS 

















Prudential’s Big Connie 


Annual Gathering of Leaders Will Be 
Held at the Home Office 
Starting April 13 


Thirty-eight states, the District of 
Columbia, Hawaii and Canada will be 
represented by field men and women of 
the Prudential at the annual business 
conference in the home office starting 
April 13. There will be 784 industrial 
superintendents, assistant superinten- 
dents and agents and 240 managers, as- 
sistant manager and agents from the 
ordinary department in_ attendance, 
while 154 members of the home office 
staff also will participate. 

The program will extend over four 
days, beginning with a morning session 
April 13, at which President Duffield will 
deliver his greeting. 

Immediately following luncheon there 
will be a reception, during which execu- 
tives will receive delegates in their re- 
spective offices. 

A series of meetings is scheduled for 
April 14. In the morning the industrial 
superintendents will have their own ses- 
sion, while the ordinary assistant man- 




















agers, agents and brokers are meeting. 





Company officers will address both as- 
semblages. In the afternoon the ordi- 
nary group will reconvene immediately 
after luncheon. The superintendents will 
attend meetings of their respective terri- 
torial groups at the Hotel Commodore, 
New York. 

The third day will begin with a ses- 
sion for ordinary managers at the home 
office, while division managers are con- 
ducting ange of their superinten- 
dents in New York. In the afternoon 
there will be other sessions for indus- 
trial assistant superintendents and 
agents, respectively. 

The final general conference session 
is scheduled for April 16 in Newark. 
There will be a banquet at the Commo- 
dore in New York. Included among the 
delegates will be leaders in production 
during 1930. 


Hold Series of Meetings 


PEORIA, ILL. April 2.—One-day 
gatherings of agents of the Peoria Life 
from coast to coast are being held this 
w eek, marking conclusion of the ann 

“Bring Home the Bacon” contest. The 
series, which opened last week in Pe- 
oria, the home office, will conclude April 
10 in Los Angeles. W. E. May, vice 
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president, principal speaker at the Peoria 
meeting attended by 125 agents, said 
the campaign had been the most suc- 
cessful in the company’s history. W. E 
Starrett, state supervisor, presided. 

E. C. May, president, and T. H. 
Young, agency supervisor, are in Flint, 
Mich., this week to attend a convention. 


Enthusiastic Over Pearl Jubilee 


George D. Wright, northern division 
manager for the National Life & Acci- 
dent, was given a most enthusiastic 
reception by the Chicago agencies of the 
company on his visit to that city last 
week. The recent territorial conven- 
tions of the northern, southern and 
southwestern divisions have aroused a 
great spirit of rivalry between the vari- 
ous divisions in connection with the 
company’s pearl jubilee convention to be 
held at the home office in Nashville next 
January, and the northern division 
representatives are determined to keep 
their division in the lead. 


Franklin Life Plans 


A 25 percent increase is expected in 
number of qualified agents for the $200,- 
000 Club convention of the Franklin 
Life in July. It is probable that the 
trip will include a visit to Los Angeles 
and other western cities. Upwards of 
75 agents are expected to qualify. 





Harvester Agents Gather 


Over 50 agents of the Harvester Life 
of Dallas qualified for the annual sales 
convention held in El Paso last week. 
The meeting was in charge of L. L. 
Stroud, agency director, and E. A. Her- 
zog, assistant secretary. 

A trip was taken into Mexico where 
the agents witnessed a bull fight. 





Clic Club Qualifiers 


The Continental Life of St. Louis an- 
nounces that 57 agents have qualified 
for attendance at the Clic Club conven- 
tion to be held in Toronto, Aug. 3 
and 4. 


Company Planning 
Big Development 


(CONTINUED FROM PAGE 1) 


way he also can pick up the fire busi- 
ness. 

It is possible that automobile insur- 
ance and even other forms may be 
worked up to later, provided it is found 
that an industrial agent can be developed 
into the all around insurance man of the 
limited community in which he works 
and in which he is usually well ac- 
quainted. However, the company will 
not extend these operations unless they 
are found to be actually workable after 
being tried out in a few districts. 


Personnel Is Reorganized 


Under the new administration, the 
Western & Southern is adding organ- 
ization and improving the standard of 
its personnel. Some 200 agents have 
been let out and since this was done the 
company has had an increase in busi- 
ness, with fewer men. 

Presigent Williams announced that a 
new industrial pelicy would shortly be 
issued with some interésting features. 

New conservation departments have 
been organized, one the ordinary con- 
servation department, which will be 
under the management of A. J. Burk- 
hardt, and the revival department, which 
will try to improve the loss ratio on 
industrial. 

Two new members of the home office 
Staff were announced, T. F. Gardner as 
associate counsel and R. G. Learson as 
assistant actuary. 


Superintendents in Meeting 


Thursday was given over to addresses 
and progress reports by officers, Friday 
to industrial under two topics: “Selec- 
tion of Men,” discussed by H. W. Wal- 
ters, superintendent at Dayton, and W. 

Ewing, superintendent at Canton; 
and Introduction, Training and Con- 
Servation of Agents” discussed by C. J. 


Halloway, superintendent at Richmond, 
Ind., and F. W. Henkel, superintendent 
at Detroit East. 

Saturday the same subjects were dis- 
cussed as to the ordinary department, 
the leaders being E. D. Porter, super- 
intendent at New Castle, Pa., and J. J. 
O’Leary, Chicago West An address by 
vice-president J. F. Ruchlmann ended 
the session. 


Notables Are at Banquet 


President Williams was toastmaster 
at the banquet, at which other speak- 
ers were C. P. Johnson, vice-president 
and general counsel; Judge W. H. Lue- 
ders, Cincinnati, a director, and A. I. 
Vorys, former Ohio superintendent 
prominent in the councils of the West- 
ern & Southern. Clarence Axman, edi- 
tor “Eastern Underwriter,” and J. J. 
Jasper, managing editor “Insurance 
Field,” attended. 

The Western & Southrn, with its two 
affiliates, the American Liability & 
Surety and Western & Southern Fire, 
is a powerful insurance organization. It 
was announced it has more liquid as 
sets and less real estate taken in by 
foreclosure than any other company of 
its size. Last year it had 5.61 percent 
investment return, 
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| up” learning these novel selling schemes | 
| and got better results by going back to ! 
| his 





Safety Is Theme 
at Sales Session 


(CONTINUED FROM PAGE 1) 
Opportunities for life men and trust 


companies to work hand in hand were | 


ably outlined by C. A. Scully, vice-presi- 
dent Bank of Manhattan Trust Com- 
pany, New York. 
has returned to the business 
people have given up the idea that by 


He stated that sanity | 
world; | 


dabbling in the market they can make | 


money from the work of others, and 
realize now that brains and hard work 
are the only roads to success. 

President J. A. Reynolds, Detroit Life, 
gave a number of examples showing the 
relative desirability of life insurance 
trusts and company settlement options 
according to circumstances to be en- 
countered. The addresses of Messrs. 
Reynolds and McCahan were reported in 
Tue Nationa Unverwriter of March 


» 


“Be yourself’ was the message of C. 
C. Gilman, special agent in Boston, Na- 
tional Life of Vermont, whose talk 


voiced a humorous warning against an 
exaggerated faith in new selling meth- 
He said that he got “all balled 


ods 


“old ignorant method.” He 


11 





| “All I need is an honest belief that a 


man nerds more life insurance. 

E. J. Berlet, chairman of publicity and 
public relations and founder of the Life 
[rust Round Table, presided in the 


| afternoon, speaking briefly on the future 


of newspaper advertising by life com 
panies in cutting down lapsation and re- 
ducing sales resistance. 

Gets Down to “Brass Tacks” 


At the huncheon for managers, general 
agents and superintendents, J. A. Giffin, 
assistant agency manager Phoenix Mu- 
tual, spoke on “Brass Tacks in Agency 
Management,” quoting statistics gath- 
ered from a large number of cases which 
shed new and valuable light on the prob- 
lem of dealing with salesmen, particu- 
larly. new men. 

R. C. Stephenson, president American 
Bankers Association, and G. T. Stephen- 
son, chairman trust division spe 
cial guests at the banquet and spoke 
briefly on the value of life insurance. 

Other banquet speakers were W. F 
Haskett, Jr., assistant to the president, 
New York “Herald-Tribune”; Rabbi W. 
H. Fineshriber, Philadelphia, and W. B 


were 





said, | National Underwriter. 


Burruss, New York, widely known for 
| his humorous talk on “Shakespeare the 
Salesman.” 
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THE FIRST FIFTY 
YEARS ARE THE HARDEST 


At the beginning of 1930 we set as our 
FIFTIETH ANNIVERSARY OBJECTIVE 


$60,000,000 Examined Business 
$50,000,000 Paid-for Business 


Needless to say our objective was reached which 
means that in 1930 The MINNESOTA MUTUAL 
produced 120°, as much business as in 1929. 


We have ended the year with $208,000,000 insur- 
ance in force which will in all probability make this 
Company one of the leaders in per cent of growth for 
the year. 


We anticipate increases in 193] unprecedented in 
the history of the Company. 


Our Sales Plans are working better than ever. 
May we tell you about them NOW? 


The Minnesota Mutual Life Insurance Company 
St. Paul, Minnesota 
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Let the Bolsheviks Roar 


life 
themselves 


PROBABLY few insurance producers 
have dramatized the most 
powerful foes of the agents of the Soviet 
International or the common garden va- 
riety of Union Square Bolsheviki prosely- 
but those who attended the Northeast 
in Cleveland and 


as 


ters, 
Ohio Congress 
heard the analysis of life insurance deliv- 
ered by President Futran of the Home 
Lire of New York returned to their work 
with a new sense of the patriotic service 
they perform in selling insurance. 

“In my judgment,” Mr, Futon said, 
“life insurance is today doing more than 
any other one thing to insure the perpetua- 
tion of our American institutions through 
the continuance of that social and economic 
democracy which is an integral part of 
those institutions. People demand, and 
properly demand, some medium through 
which they can guarantee themselves and 
their families against the horrors of pov- 
erty and want. If that demand is not met, 
the existing scheme of things will fail. 

“The only alternative to the American 
scheme of things is state socialism. There 
is no place for private life insurance in 
Soviet Russia. Life insurance is, in my 
opinion, the first article in America’s an- 
swer to communism.” 

Life insurance salesmen, in the disap- 
pointments, rebuffs and fatigue of solicita- 
tion, need something besides the lure of 
commissions to maintain their momentum 
and justify their .efforts to themselves. 
That is one reason why inspirational ad- 
dresses on the value of life insurance to 
humanity are so welcome at life insurance 
gatherings. 

Mr. Futron gave the life underwriters 
a conception of one very definite service 
they are performing for the country. His 
idea should be heartening to the man with 
the rate book on those non-productive and 
disappointing days. 


Sales 


Another conception of the life insurance 
salesman, associated with 
the idea of the producer as a foe of Bol- 
shevism, is that he is permitting the indi- 
to adjust himself to the present 


which is closely 


vidual 


day of industrial combinations, apartment 





dwelling and the general conditions where- 
under the average individual has little or 
no vested interest in his business or his 
residence. 

Mr. Futton observed that men a few 
years ago provided for the future of their 
families by purchasing a home and by 
building up an individual business during 
their lifetime. That took the place, to 
some extent, of life insurance. The indi- 
vidual, who owned a home, did not have to 
leave enough money for his family to pay 
rent which is the largest single item in the 
family budget. Now the average apart- 
ment dweller, in the larger cities at least, 
must manage to leave an income of from 
$75 to $200 merely to pay the rent. 

“Probably the most marked change in 
the last two decades has been the sub- 
merging of the individual and growth of 
combinations,” Mr. Fulton said. “This is 
probably an inevitable consequence of the 
development in transportation, communica- 
tion and many other things in our daily 
lives. 

“Twenty years ago we were largely a 
nation of individuals. There were small 
shop keepers and manufacturers. While 
there were, of course, many big factories 
and large business, the still typical Ameri- 
can owned his own business, whether it 
was a small manufacturing plant, a store 
or similar type of business. Into that busi- 
ness he put a large part of his savings. 
From that business he looked for a large 
part of the security for himself in his old 
age and for his family after his death. 

“Prior to 20 years ago, the great con- 
centration of population in the cities had 
not taken place. The typical American 
owned and lived in his own home. Noth- 
ing like as large a proportion was con- 
centrated in the cities or lived in apart- 
ments. Into that home which he owned 
he put more of his savings and again this 
formed an integral part of his scheme for 


economic security for himself and _ his 
family. 
“Gradually, but surely, all that is 


changed and is changing. The small man- 


a great manufacturing corporation. The 
small merchant is probably the manager 
of a store of a chain numbering its stores 
by thousands. A tremendous proportion of 
our population now lives in rented apart- 
ments instead of homes which they owned. 
To millions of our citizens those things 
which had formed the backbone of his 
plan for future economic security for him- 
self and his family have disappeared as a 
result of these changes—and yet the de- 


mand for this security is just as real and 
is probably more keenly felt. 

“If our present scheme of things were 
to continue, a substitute would have to be 
found to furnish that economic security, 
That substitution has been the institution 
of life insurance. 

“Life insurance has stepped forward to 
furnish the safe place in this altered scheme 
of things to the individual to put his say- 
ings and to provide that economic security.” 
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M. F. Larkin, treasurer of the Scran- 
ton Life, has a hobby of collecting old 
newspapers and publications printed 
over a century ago. Mr. Larkin lived in 
Arizona in the early ’80s and was one of 
the pioneers of Arizona Territory. He 
sustained a broken ankle some time ago 
and has just been able to return to his 
office. 

J. J. Doyle, who has been connected 
with life insurance in the field and in 
the home office of the Western & South- 
ern Life for the past 25 years, has been 
appointed manager of publications. He 
a native of Ireland, where he was 
reared and educated. After serving the 
Western & Southern in various capaci- 
ties for many years he was called to the 
editorial department at the home office 
in October, 1923. Since that date he 
has become famous as the brilliant edi- 
tor of his company’s “Field News,” can- 
vassing literature and sales cartoons. 

He is widely known in the insurance 
business through his connection with 
the Insurance Advertising Conference, 
in which he has been a leader of the 
industrial life section. 


is 


E. R. Sloan; general counsel for the 
Bank Savings Life of Topeka and the 
Federal Reserve Life of Kansas City, 
Kan., has been appointed to succeed 
John Marshall, deceased, on the Kan- 
sas supreme court. 


Harry Gardiner, general agent of the 


John Hancock Mutual Life in New 
York City, has left with his wife and 
daughter on a ten-day cruise to Ber- 
muda. 

The Guardian Life has designated 
April as “McLain Month,” during which 


a drive will be made for new business 
in honor of Vice-president J. A. McLain. 
The campaign is in the form of a golf 
tournament, the course being 18 holes, 
some of the latter being one day and 
some two. Scores have been worked 
out so that the agent bringing in a 
single large case has no undue advantage 
over the man who writes a larger num- 
ber of small cases. Each “hole” is 
scored by itself, so that business writ- 
ten during that day or days does not 
carry over and affect the score on the 
following holes. 

Funeral services were held Saturday 
for Moore, vice-president First 
National Life of St. Louis Mo. He had 
been ill for six weeks. 

Mr. Moore entered life insurance as a 
special agent for the Prudential. Six- 
teen years ago he helped organize the 
Old Line Quick Payment Life of Boone 
Terre, Mo. Later the company was 
moved to St. Louis and about four 
years ago its name was changed to the 
First National Life. 


Miss Edna Earle, prominent leader in 
the women’s department of the home 
office agency of the Pacific Mutual Life 
at Los Angeles, was married last week 
in Chicago to Edward Kellam, promi- 
nent business man of Topeka and Kan- 
sas City, Mo., and left immediately with 
her husband on a ‘honeymoon trip abroad 
which will be spent in Spain and Italy. 
Miss Earle has been an active member 
of the agency staff of the home office 
agency of the Pacific Mutual for the 





ufacturing plant is obsolete or is part of 


fine production record. She was one of 
the first life underwriters on the Pacific 
Coast to qualify for the C. L. U. degree. 


Superintendent G. S. Van Schaick of 
New York has been in a Rochester, 
N. Y., hospital with an intestinal dis- 
order. He became ill suddenly Satur- 
day and was hurried to the hospital in 
the belief that an operation might be 
necessary, but his condition improved 
and an operation will not be required. 

Col. J. G. Maher, president of the Old 
Line of Lincoln, Neb., who is traveling 
in Europe with his wife and daughter, 
was recently honored with a private 
audience with the pope at the vatican. 


Danford M. Baker, Jr., of the home 
office agency of the Pacific Mutual Life 
has already written $750,000 in new 
business this year. He expects to close 
the year with $3,000,000 paid for. He 
is the son of the late Danford M. Baker, 
of the 


who was vice-president com- 
pany. 
D. G. Hunter, manager of agencies 


Phoenix Mutual, and George Cheney, 
supervisor of new business, are on their 
way to the Pacific Coast via the Pan- 
ama Canal. They will tour the entire 
western coast on an inspection trip and 
expect to return about the end of April. 


L. M. Cathles, president of the North 
American Reassurance, departed Satur- 
day for Scotland, where he will visit his 
father, who is ill. From there Mr. 
Cathles expects to go to London and 
Switzerland. He plans to return to the 
United States some time in June. 


Dr. S. S. Huebner, professor of insur- 
ance in the Wharton School of Finance 
and Commerce of the University of 
Pennsylvania, was one of three to re- 
ceive the honorary degree of doctor of 
science at the celebration last week of 
the 50th anniversary of the founding of 
the Wharton school. 


C. R. Somerville, president of the 
Northern Life of London, Can., an ex- 
mayor of London, died in a New York 
hospital March 28. 


W. B. Miller, superintendent of the 
group division of the Aetna Life, was 
one of the eight unfortunates who 
perished in the tragic airplane crash near 
Emporia, Kan., this week which also 
took the life of Knute Rockne, famous 
athletic coach. -The saddest part -about 
Mr. Miller’s death was that it was his 
first venture into the air. He _ had 
passed through Chicago Monday where 
he lunched with members of the S. T. 
Whatley general agency of the company, 
including Boyce Thomas, group depart- 
ment manager, and then had proceeded 
to Kansas City on the next leg of a trip 
to Los Angeles. Mr. Miller started with 
the Aetna seven years ago in Philadel- 
phia, later was transferred to New York 
and then to the home office. His home 
was in Lawrence, Mass. He was about 
28 and unmarried. 


Vice-president W. H. Kingsley of the 
Penn Mutual was in Chicago this week 
on important business and will return 
to Philadelphia after a series of con- 
ferences which resulted in appointment 





past 17 years and has an exceptionally 





of a loan agent for the central west. 
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Offer Life Incomes 
To Men Between 40 and 55 


These nien know what the future has 
in store for them. They have given up 
the idea of making a large fortune. Their 
2arning period is limited. 

Their children are approaching the 
self-supporting period. Their ability to 
pay the premiums is at its best. 

They are good prospects for Connecti- 
cut General insurance income contracts 
maturing at ages 55, 60, 65, 70 and 75. 
These make an investment with a strong 
appeal today. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 





EDITION 2k ¢ 
Ww 
New Paid For Business........ $20,455,937.00 
The above figures represent 
a gain over 1929 of...... 7.3% 
Increase in Insurance in Force... $6,354,931.00 
Total Insurance in Force...... $101,520,663.00 
Ww 


THE MANHATTAN LIFE 
INSURANCE COMPANY 


654 Madison Ave., at 60th Street 
NEW YORK CITY 


Founded in 1850 Thomas E. Lovejoy, President 














Clarence L. Ayres Claris Adams 
President Executive Vice-President 














Twenty Thousand Dollars 


ERE distributed among 

the representatives of the 
American Life Insurance Com- 
pany in 1931 from a profit-shar- 
ing fund held in perpetual trust 
for their benefit. This is only one 
feature of the AMERICAN plan 
of complete co-operation. 














AMERICAN LIFE 


INSURANCE COMPANY 
DETROIT, MICHIGAN 

















Annuities Insurance 











MERICA 
CENTRAL 
~ LIFE 


INSURANCE COMPANY 
INDIANAPOLIS 


Old Line Legal Reserve 
Established 1899 


HERBERT M. WOOLLEN, President 
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DON’T FORGET THIS! 


ON’T bother about unemploy- 

ment. Nearly 859% of efficient 
men are busy at good pay. Last 
year they bought an enormous 
amount of life insurance. 


Our representatives are getting 
their share and it would be to your 
advantage to sign with us and in- 
crease your income. 





We need managers in the follow- 
ing territory. First come, first 
served. 


MINNESOTA OHIO ILLINOIS 
INDIANA COLORADO 


If interested, write us at once. 


THE 
BANKERS RESERVE LIFE 
COMPANY 


Home Office: OMAHA, NEBRASKA 
34th Year of Operation 




















W. L. MOODY, 
President 


JR. W. L. MOODY, III 


Vice-President 


W. J. SHAW 
Secretary 


SHEARN MOODY Xe 
Vice-President Asst. 


MILLS 
Vice President 


AMERICAN NATIONAL 
INSURANCE COMPANY 


HOME OFFICE: 
GALVESTON, TEXAS 


Assets $43,535,337.85 
Surplus 6,100,953.69 


We Have Openings for Live Men in 


Kansas Minnesota Texas * 
Kentucky North Carolina West Virginia 
Michigan South Carolina 


Under Direct Home Office Contracts 


ORDINARY—INDUSTRIAL 
GROUP—HEALTH AND ACCIDENT 


Liberal First Year and Renewal Commissions 
Up to Date Policies—Non Medical—Group and Special Low 
Premium Plans Offering New and Attractive Features. 


If Interested Address 
AMERICAN NATIONAL INSURANCE CO. 


GALVESTON, TEXAS 
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LIFE AGENCY CHANGES 











Wheeler Goes to New Post 


Detroit Life Man Takes National Life 
of Vermont General Agency 
in Rhode Island 








The National Life of Montpelier, Vt., 
announces the appointment of Frank A. 
Wheeler of Detroit as general agent for 
Rhode Island, with headquarters at 
Providence, to succeed N. W. Hayward, 
who has resigned his general agency 
after representing this company for 
more than 20 years. 

Mr. Wheeler has been a member of 
the Yates agency of the Massachusetts 
Mutual at Detroit for four years, first 
as statistician and later as assistant gen- 
eral agent. He is a graduate of the 
Northwestern School of Commerce and, 
before entering the insurance business, 
was engaged for a number of years in 
statistical and accounting work in Chi- 
and later in managing a factory in 
Toledo. The National Life’s office in 
Providence will continue to be at 502 
Turk’s Head building. 


WHEELER IS GIVEN FAREWELL 


DETROIT, April 2—A farewell din- 
ner was tendered Mr. Wheeler at De- 
troit Monday. H. H. Irwin presided 
over an informal program in which the 
men of the agency paid a glowing trib- 
ute to Mr. Wheeler’s accomplishments 
and expressed their high appreciation for 
the guidance and friendship which he 
has so generously given them. Of par- 
ticular interest was the tribute of Gen- 
eral Agent John W. Yates, and the 
group singing with many impromptu 
variations directed by “Joe” Coburn. As 
the climax of the program, H. B. Crosby 
presented Mr. Wheeler on behalf of the 
members of the agency an embellished 
testimonial signed by some 45 of the 
men, together with a beautiful Gladstone 
bag. 


Coleman & Co. Get Provident 





Big San Antonio Agency to Represent 
Chattanooga Company for Both Life 
and Accident Business 





Coleman & Co., San Antonio, Tex., 
have been appointed general agents for 
south and southwest Texas of the Provi- 
dent Life & Accident of Chattanooga 
for both the life and accident and health 
departments. The Coleman agency, 
which is headed by F. M. Coleman, was 
organized in 1912 and is now one of 
the largest in the southwest, with a 
premium volume of more than $1, 000,000 
in 1930. It writes all lines of insur- 
ance. 

The accident department, under the 
management of Elmer J. Edwards, thas 
been especially successful. It has rep- 
resented the Southern Surety for acci- 
dent and health business for 14 years 
and has been one of the largest accident 
and health agencies of that company. 
The accident and health business is be- 
ing taken over by the Provident under 
an amicable agreement with the South- 
ern Surety. 

Coleman & Co. have represented the 
Continental Life of St. Louis for life 
insurance and have built up a very satis- 
factory business in that department. J. 
R. Fletcher and A. A. Appleby of the 
Fletcher & Fletcher agency, which has 
represented the Provident in San An- 
tonio, will join Coleman & Co. as spe- 
cial agents. 





D. M. Conway 


D. M. Conway has been appointed 
manager at Erie, Pa. for the Penn 
Mutual Life succeeding J. R. Davis who 
on April 1 became general agent at 
Cleveland for the Provident Mutual. Mr. 
Conway has been assistant to Mr. Davis 























Joins Ramey Agency 














H. W. MASON 
The George L. Ramey Agency, 
Indianapolis, has appointed H. W. Ma- 


son manager of its life insurance depart- 
ment. Mr. Mason has had 12 years life 
insurance experience, having been with 
the Penn Mutual Life since 1919. For 
the past two years he has been Indiana 
supervisor, with headquarters at Indian- 
apolis, but at the time of his resignation 
was in charge of the South Bend office. 
For several years he was instructor in 
the life insurance sales course conducted 
by the Indianapolis Y. M. C. A. and has 
taken the Penn Mutual training course. 
The Ramey Agency is general agent of 
the Minnesota Mutual Life. 


Mews Cleveland 


Penn Mutual General Agent at Erie 
Becomes Manager Provident 
Mutual in Ohio City 


Davis to 








M. A. Linton, vice-president Provi- 
dent Mutual Life, announces the ap- 
pointment of J. Ray Davis as general 
agent for Cleveland. He goes to Cleve- 
land from Erie, where he was in charge 
of the office of the Penn Mutual. For 
the last three years the Davis agency 
has produced at the rate of well over 
$2,000,000 annually. Mr. Davis, who 
studied life insurance at the Wharton 
School, University of Pennsylvania, 
ranks high not only as a great personal 
producer but as a trained organizer ol 
sales organizations. The Gleveland of- 
fice of the Provident Mutual is located 
in the Leader building. 

A dinner was held in Cleveland 
Wednesday to introduce Mr. Davis to 
the agency force. Those attending from 
the home office were Manager of Agen- 
cies F. C. Morss, Assistant Manager 
W. D. Cross and A. Darlington. 
Vice-president Shannon of the Guardian 
Trust Company, General Agent J. E. 
Murray and H. M. Krebs, an associate 
of Mr. Davis at Erie, were guests. 





P. G. Gibson 


P. G. Gibson has been appointed 
agency organizer for the Mutual L Life 
of New York under G. T. Vermillion, 
manager for Wisconsin and Upper 
Michigan with Milwaukee headquarters. 
He succeeds J. M. Thomas, who was 
recently appointed general agent for 
the company in Minneapolis. 





J. C. Bolton 
The Guaranty Life of Davenport has 





for the past three years. 
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eral agent in that territory, which in- 
cludes Woodbury and nine adjoining 
counties. Offices have been established 
in the Insurance Exchange building. 


Thomas B. Hull 


The Union Central announces the re- 
establishment of a separate agency for 
North Dakota and the appointment of 
T. B. Hull as general agent at Fargo. 
His family moved to North Dakota in 
1908. Mr. Hull was engaged in news- 
paper work for two and a half years at 
Fargo. He took up insurance in 1913 
and on April 1, 1916, organized the Hull 
Insurance Agency at Fargo. Two 
brothers, David, J., and Robert W., are 
associated with him. 








Lloyd D. Harrison 


Lloyd D. Harrison, a large producer 
of the Phoenix Mutual in Chicago, has 
been appointed supervisor there. He is 
at the home office in training and 
shortly will return to Chicago for the 
balance of 1931 to be associated with 
Manager R. A. Judd, after which it is 
probable Mr. Harrison will be placed 
in a managerial position. He went to 
the Phoenix Mutual from the Westing- 
house corporation in September, 1929, 
and wrote $675,000 in his first year. 


J. D. La Master 


J. D. La Master has been appointed 
state manager of Texas for the IIli- 
nois Bankers Life with offices in the 
Magnolia building, Dallas. Mr. La Mas- 
ter is a newcomer to life insurance, hav- 
ing spent most of his career in the 
cotton business. 


Floyd E. Cripe 


Floyd E. Cripe, assistant manager in 
the Kemp agency of the Equitable Life 
of New York in Chicago, has resigned 
to become supervisor under Manager F. 
H. Haviland of the Connecticut General 
there. Mr. Cripe formerly was associ- 
ated with Mr. Haviland about five years, 
when the latter was manager of the 
Equitable agency now headed by Mr. 
Kemp. 











W. N. Perry 


W. N. Perry is appointed general 
agent in Raleigh, N. C., for the Con- 
necticut General Life. Mr. Perry was 
born in Wilmington, N. C., and attended 
school there. Following a business 
course and two years’ business experi- 
ence he attended the University of 
Michigan. Since May, 1919, he has been 
in the life business, both as agent and 
supervisor in a local agency. 


C. A. Fair 


C. A. Fair has been promoted from 
field assistant to assistant manager in 
the Dallas branch office of the Travelers. 
H. B. Gengnagel is Dallas manager. 
Mr. Fair joined the Travelers in 1926 
as a group assistant in the Oklahoma 
City office, and later in the same year 
was transferred to Dallas. 


Joel H. Carroll 


Joel H. Carroll has been appointed 
general manager of the National Life of 
Vermont at Binghamton, N. Y., with 
office in 701 Trust building. His terri- 
tory comprises those counties which 
were under the direction of L. D. Wal- 
rath until he resigned in September. 











M. A. Goldstein 


M. A. Goldstein, Chicago manager of 
the Manufacturers Life at Toronto, has 
resigned. Mr. Goldstein has been man- 
ager for four years. He was manager 
in Oregon for the Manufacturers before 
going to Chicago. Prior to that he was 
an agent of the Aetna Life in Oregon. 
_ Goldstein is a lawyer and practiced 
fold before entering the life insurance 





Sterling Casualty’s Connection 


The Sterling Casualty of Chicago has 
MN appointed general agent for the 


connection was made by the Sterling 
Casualty, which sells a 1, 2 and 3-cent 
a day accident policy, in order to have 
life insurance facilities for its agents. 
The Sterling Casualty recently moved 
into new quarters in the La Salle- 
Wacker building, Chicago. 


G. E. Grimm 


G. E. Grimm, agent of the Equitable 
Life of New York in Chicago, has been 
appointed assistant agency manager 
there under Manager D. C. Kemp fol- 
lowing the resignation of F. E. Cripe, 
who has gone with another agency as 
supervisor. Mr. Grimm has had about 
four years’ life insurance experience, all 
with the Equitable in Chicago. 








Prudential Promotions 


C. S. Cook has been promoted to su- 
perintendent of the San Francisco No. 
1 district of the Prudential, succeeding 
Superintendent A. W. Clevenger. He 
was formerly assistant superintendent in 
Los Angeles No. 1. 

H. J. Smithers has been promoted to 
superintendent at Winnipeg, Man., and 
William Mann at Vancouver, B. C. 





Life Agency Notes 











The Pilet Life of Greensboro, N. C., 
has just appointed two new general 
agents in Monroe, La., A. L. Cooke and 
A. E. Russ. 

0. D. Waters, formerly agency super- 
visor for the Penn Mutual Life in Okla- 
homa, has been appointed general agent 
for the Guaranty Life with offices in the 
Perrine building, Oklahoma City. 

E. N. Strong, Portland, Ore., manager 
of the National Life of Vermont, has ap- 
pointed H. Hampton agency supervisor. 
He was formerly with the New York City 
general agency of the New England Mu- 
tual Life. 
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April Designated “Par” Month 


Central Department of Equitable of 
New York Campaigns for President 
T. 1. Parkinson 








The central department of the Equit- 
able of New York under William Roth- 
aermel, superintendent of agents, has 
designated April as “Par Month,” and 
will campaign in honor of President 
T. I. Parkinson. An unusual sales pub- 
licity program has been prepared, keyed 
to the first three letters in Mr. Parkin- 
son’s name. It is pointed out “par” in 
this campaign stands for “participate,” 
and each agent is urged to make “par” 
by submitting at least one application in 
the month. 

A dinner will be held early in May 
which will be attended by President 
Parkinson and a luncheon will be held 
for the Chicago district the same day, 
at which every agent in the district who 
writes at least five applications in April 
will be guest. The drive is being car- 
ried out under the Central Managers 
Association of the company. 

A “par excellence” agent who makes 
the outstanding record in the depart- 
ment for the month will attend the cele- 
bration in May with all expenses paid. 
Honor agents, two from each agency, 
also will be guests. One honor unit 
manager will be selected to attend at 
the expense of the central association, 
the choice being made by considering 
number of agents producing, number of 
lives insured per agent, average volume 
per agent, average binder volume per 
agent, average premium and other points 
of merit. 

Each “par” district which produces 
100 percent participation will receive an 
official certificate of award and every 





aranty Life of Davenport, Ia. The 


agent in the central association who 

















General Agents 


and 
Experienced Supervisors 


For men successful in their present work, but limited for 
reasons beyond their control, we have a proposition that 
will enable the field general and agency builder, general 
agent, manager or supervisor of ability to express him- 
self to the fullness of his capacity and be compensated 


accordingly. 


—-@— 


The plan we propese to such successful men provides a 
system of compensation equal to a general agent’s gross 
profits free from the many hazards in agency building. 


= oe - 


Six of such men are wanted in our Chicago Agency, a 
rapidly growing high-class agency in which ten full time 
agents paid for $2,000,000 of business last year. The 
policy of this agency is to build with high grade men 
only, rapidly, but not at the expense of quality. 


-—@-- 


The Company is an outstanding, strictly non-partici- 
pating, low rate company located in the Middle West. 
It has increased its insurance in force and its assets each 
year since its organization, having $225,000,000 in force 
January 1, 1931. Offers low cost Ordinary Life, Twenty 
Year Term, Life Expectancy, Family Income, Juvenile, 
Annuities, and other standard and special forms. 


Commissions, Low Rates. 


Write for an interview. 


T-30, The National Underwriter 


High 




















Tom 
*Phones 
Paul 


ELLO PAUL—How’s business? 

I just want to tell you about the 
United Life and Accident Insurance 
Company’s NEW INCOME INDEM- 
NITY POLICY. 

It’s a new contract which protects 
the vast amount of money which a man 
can reasonably expect to earn by the 
time he reaches age sixty-five. If a 
man lives to age sixty-five he earns 
many thousands of dollars; if he dies 
before, his family not only loses him, 
but the thousands of dollars as well. 

This policy prevents this tremend- 
ous financial loss. When the insured 
dies or is permanently disabled, my 
company pays a livable monthly in- 
come to the insured’s family until the 
time that he would have been sixty- 


EUGENE E. REED, Vice President 


UNITED LIFE and ACCIDENT 
INSURANCE COMPANY 


UNITED LIFE BUILDING 





five. Can you think of a contract 
which will do more? 

No, that’s not all. There is a death 
benefit of $600.00 payable at the time 
of the insured’s decease and this may 
be increased to $10,600 or $20,600 in 
case of certain specified accidental 
deaths. 

Expensive? Not at all! Only 
$210.00 a year is necessary to guar- 
antee a man’s wife $100 a month from 
the time of the insured’s death until 
the time that he would have been 
sixty-five. 

You say you've been looking for a 
good seller. Why don’t you com- 
municate with 


CONCORD, NEW HAMPSHIRE 
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SERVICE 
MUTUALITY 
DEPENDABILITY 


mS three have been the 
basis of Eighty-six years of 
continuous experience in 
American Life Insurance. 


Modern Life Insurance 
Since 1845 


The 
Mutual Benefit 


Life Insurance Company 
Newark, N. J. 

















President Parkinson. Agents’ produc- 
tion is encouraged by a “My Record” 
book with space for ten calls for every 
working day in the month, with nota- 
tions as to “who, when, why and re- 
sults.” At the end of every week there 
is a space for a weekly summary. 


of Bills Introduced 


Measures Sponsored by the Illinois In- 
surance Department Are Now in 
the State Legislature 





Series 








Chairman Thon of the Illinois house 
insurance committee has introduced a 
series of 18 bills. Insurance Superin- 
tendent Hanson states that they pertain 
to all branches of the business and are 
intended to strengthen the hand of the 
department in administering insurance 
affairs. Life insurance bills are: 

No. 724 requires reports from burial 
associations; 725, mutual benefit amend- 
ment; 728 makes act applying to misrep- 
resentation apply to all insurance com- 
panies; 729 regulates investment of 
funds. 

Bill 733 is a new fraternal insurance 
act; 734 licenses insurance brokers; 735 
licenses insurance agents; 736 regulates 
the sale of stocks of insurance com- 
panies; 737 regulates the investment of 
reserves of fraternals; 740 deposit of re- 
serves and registration of policies and 
of annuity bonds by life insurance com- 
panies. 





Reinsurance Control Sought 





Bill to Amend Michigan Code Intro- 
duced by Cowan—Would Tighten 
Deposit Requirements 





LANSING, MICH., April 2.—A num- 
ber of changes in the Michigan insur- 
ance code have been proposed in a bill 




















A SOUND CUSTOM 


Clientele Months is for Penn Mutual Agents 
the year’s most inspiring period. It has two ob- 
jectives, of course. One is to use an easy approach 
to new business, and the other is to do a real servic- 
ing job for policyholders. The casual policy is fitted 
into a definite program. The new need is given 
coverage. Adjustments of premium-paying periods 
are made. Beneficiary clauses are scrutinized. Loan 
situations are tactfully touched. Real or imaginary 
causes of irritation are removed. And to policy- 
holders proof is thus given that the Penn Mutual is 
as efficient in looking after the satisfactory use of its 
**product’’ as are manufacturers of mechanical ap- 
pliances and of processes. 


The Penn Mutual’s Clientele Months period 
comprises April and May of this year, and our repre- 
sentatives have two new policy contracts, fitting 
special needs, to help them in their servicing. 


WM. A. LAW, President 
Wm. H. Kingsley, Vice-Pres. Hugh D. Hart, Vice-Pres. 
J. V. E. Westfall, Vice-Pres. 


THE PENN MuTuAt LIFE INSURANCE Co. 
PHILADELPHIA 
Founded 1847 


Independence Square 











introduced last week in the legislature 
by Alex Cowan, chairman of the sen- 
ate insurance committee. These changes 
would give the Michigan department 
greater power to control reinsurance 
contracts and life and casualty com- 
panies would be forced to meet the 
deposit requirements laid down by the 
insurance code for companies organized 


makes par will receive a photograph of 
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in Michigan. The bill is understood to 
have department backing. 

The law relating to group contracts 
would be altered to provide that em- 


ployers give notice to employes five 
days before any group contract under 
which they were insured were termi- 
nated. 


Fraternal benefit societies would be 
forced to notify members of any defi 
ciency charged against their certificates 
at that time such deficiency first ap- 
peared and thereafter at five-year inter- 
vals. The department has discovered in 
some instances that societies of this sort 
charged heavy deficiencies against mem- 
bers’ certificates without their knowl- 
edge and when claims were filed on the 
certificates it was discovered that the 
coverage had been virtually eaten up 
by the heavy deficiency. 


Phoenix Mutual Record 


The Phoenix Mutual in Chicago under 
Manager R. A. Judd has had an ex- 
ceptional record this year, in spite of 
the fact that 1931 figures compare with 
heavy production in the early part of 
1930 prior to change of disability rates. 
The Judd agency enjoyed a 34 percent 
increase in paid premiums in January 
and February, and March production 
was even greater, raising the record to 
more than 35 percent over the first quar- 
ter last year. 





Becker Office Incorporates 


Leon V. Becker, a Chicago life insur- 
ance broker with eight years’ experi- 
ence, has formed the Leon V. Becker 
Corporation to give life insurance serv- 
ice. It is located in room 1741, 231 
South La Salle street. The office special- 
izes in surveys, inheritance taxes, insur- 
ance trusts and financing for individual 
partnerships and corporations. R. C. 
Holloway becomes secretary. 


Will Open Chicago Office 


Vice-President John Weaver of the 
Postal National Life of New York is in 
Chicago arranging to open an office in 


that city. The Postal National is the 
running mate of the Postal Life. The 
Postal Life is a mail order company. 
However, many of the inquiries cannot 
be closed by mail. These are turned 
over to the Postal National Life agents. 




















IN THE SOUTH AND SOUTHWEST 








Sam Houston Life Elects 





Officers and Directors Are Chosen by 
the New Company Started at 
Ranger, Texas 





The new Sam _ Houston Life of 
Ranger, Tex., licensed with $100,000 
capital, which has already purchased_its 
own home office building, has elected 
Dr. L. C. G. Buchanan, Ranger, as pres- 
ident. He is listed as the largest in- 
dividual taxpayer in the city. Judge L. 
R. Pearson, city commissioner and well 
known attorney, who has been in- 
terested in oil and gas development, is 
vice-president. Judge W. S. Adamson, 
one of the leading attorneys, is secre- 
tary. Hall Walker, cashier of the Citi- 
zens State Bank of Ranger, is treas- 
urer. Carl L. Huffhines, an insurance 
man, is assistant secretary. The di- 
rectors in addition to the officers are M. 
R. Newnham, head of the Oilbelt Motor 
Company; Walter Murray, newspaper 
publisher; W. D. Conway, oil operator, 
president of the Ranger Chamber of 
Commerce; John M. Gholson, well 
known oil man and former mayor of 
ranger. 

C. C. Beckley, organizer of the Peer- 
less Life, has joined the agency depart- 
ment of the Sam Houston Life. Already 
the company is writing business largely 
locally. It expects to cultivate central 
west Texas intensively. In the near 

















housewarming with a banquet. Mr. 
Beckley is a native Texan, coming from 
Dallas. J. L. Evans, a Dallas insurance 
man, has also joined the Sam Houston 
Life. 





Warns Against Twisting 


In a notice issued by Superintendent 
Greer of Alabama, the public is warned 
against the unscrupulous practice of 
some life insurance agents in inducing 
policyholders, who have made loans on 
their policies, to cancel these policies 
and take out new ones. He cautions the 
policyholders that they should not take 
such a sten without the most careful in- 
vestigation. The notice appears as a 
warning against “twisting and misrep- 
resentation.” 


To Open Jackson Agency 


R. H. Lake, general agent of the 
Equitable Life of New York at Mem- 
phis, in order to carry on more inten- 
sive development of west Tennessee and 
north Mississippi, will relinquish central 
Mississippi. An independent central and 
southern Mississippi agency will 
opened at Jackson, in charge of an ex- 
perienced manager. 


Savage Succeeds Thompson 


OKLAHOMA CITY, April 2.—Com- 
missioner Read has announced the ap- 
pointment of Leonard Savage of Mc- 








future the company will have a formal 


Alester to succeed J. B. Thompson aS 
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assistant commissioner. Mr. Savage is | agency. F. H. Johnston is manager. It 


LIFE INSURANCE EDITION 


a graduate of Oklahoma University in| is an old line, legal reserve stock com- 


both academic and law courses and 
since graduation has been connected 
with the law office of Judge Robert 
Heffner. He is a brother of Roy Sav- 
age who was assistant insurance com- 
missioner from 1927 to 1929. Mr. 
Thompson plans to practice law at Ard- 
more, Okla. 





Opens Shreveport Office 


The Guaranty Income Life of Baton| home office have been 


| 


any, now  operatin in Louisiana, 
pany 


Texas and Alabama. 





Columbus Mutual in Texas 


The Columbus Mutual Life has en- 
tered Texas and Mitchell, Gartner & 
Walton agency of Ft. Worth has been 
appointed state managers, with E. F 
White as manager of the life business. 
E. R. Kuck and D. E. Ball from the 
conducting 


Rouge has opened a Shreveport district ' agency schools for new men. 











__ PACIFIC COAST AND MOUNTAIN 














Branigan to San Francisco 





Well Known Seattle General Agent 
Takes the California State Life 


Management 





James F. Branigan has been appointed 
agency manager for the’ San Francisco 
branch of California State Life. He 
took over his duties in the expanded 
branch offices of the company in the 
Russ building. Mr. Branigan joins the 
California State Life specially equipped 
by experience and temperament for the 
important undertaking he has assumed 
in San Francisco. For the last 12 years 
he has been general agent of the Pa- 
cific Mutual in Seattle, where he builded 
a very strong producing organization. 
Prior to his association with the Pacific 
Mutual he was connected with the New 
York Life in Seattle. Mr. Branigan 
was born in San Francisco but left that 
city for the north during his boyhood. 


Qualification Bill Vetoed 
by Washington Governor 








The agents’ qualification law passed 
by the recent legislature of Washington 
has been vetoed by the governor. The 
bill gave the insurance commissioner 
broad powers in canceling the licenses 
of agents guilty of twisting, a term de- 
fined in the bill in such a way that an 
agent replacing a fire or casualty policy 


before its expiration apparently would 
have been in violation of law. 


Allen Takes Oregon Position 


H. Hampton Allen of the New York 
City general agency of the New Eng- 
land Mutual Life is returning to Oregon 
to be supervisor for General Manager 
E. N. Strong of the Oregon agency of 
the National Life of Vermont. Mr. 
Allen is a native of Portland. He 
entered the University of Oregon and 
then took the insurance course at New 
York University. While carrying on 
his insurance work he entered the trust 
service school of the Chase National 
Bank of New York City. 





Managers Clubs Hear Luther 


K. A. Luther, vice-president Aetna 
Life, was the principal speaker at the 
luncheon of the San Francisco General 
Agents & Managers Association and 
also spoke at the dinner meeting of the 
East Bay Life General Agents & Man- 
agers Association in Oakland. Mr. 
Luther was the guest of honor at a 
luncheon given by the E. H. L. Gregory 
agency in San Francisco, with more 
than 70 in attendance, and the following 
day addressed the C. A. Moore general 
agency at Oakland. 

Mr. Luther also addressed the Life 
Managers Club of Los Angeles while in 
that city and gave an optimistic review 
of his impressions of the existing feeling 
with respect to general business condi- 





tions throughout the southwest. 











ACCIDENT- AND HEALTH FIELD | 











To Open New Department 


Budlong Transferred to San Francisco 
by Metropolitan Casualty and Com- 
mercial Casualty Under Chelbay 








T. W. Budlong, who has been con- 
nected with the home office accident and 
health department of the Commercial 
Casualty for the past five years, has 
been transferred to the Pacific Coast de- 
partment office of the Commercial Cas- 
ualty and Metropolitan Casualty in San 
Francisco to assist Stephen Chelbay, 
superintendent of the accident and 
health department, by founding and de- 
veloping a monthly premium depart- 
ment and group disability department 
for the Pacific Coast states. Mr. Bud- 
long is a son of E. C. Budlong, vice- 
president of the Federal Life, and has 
grown up in the accident and health 
business. 

W. L. Wesner, former manager of the 
accident and health department of the 

mmercial and Metropolitan in the 

icago office, who was recently called 
to the home office, succeeds Mr. Bud- 
long as editor of the “Commercial 
Fieldman” and has also been made chief 
accountant for the accident and health 
department. 


Swartz, Becker Change 


J. V. Swartz, claim representative of 
the Pacific Mutual Life in Chicago, has 








succeeded G. F. Keck as manager of 


the eastern railroad department follow- 
ing the latter’s transfer to the home of- 
fice in Los Angeles. J. A. Becker, as- 
sistant to Mr. Swartz, becomes claim 
representative. 


U. S. Court Rules Sunstroke 
Death to Be Compensable 








Death resulting from and occurring 
the same day the insured suffers a sun- 
stroke while playing golf, is compen- 
sable under an accident policy, the 
United States district court for the west- 
ern district of Pennsylvania has decided 
ni the case of Harris vs. Maryland Cas- 
ualty. The company contended that the 
mere happening of a sunstroke while the 
insured was playing golf was not such 
a sunstroke as was insured against, be- 
cause there was no supervening acci- 
dental cause. 

The court quoted the opinion of the 
supreme court of Pennsylvania in Lane 
vs. Hardart Baking Company, 261 Pa. 
329 and in addition stated that the Mary- 
land Casualty understood it was insur- 
ing against sunstroke, because it pro- 
vided in a clause that in order to recover 
in case of sunstroke, death umst ensue 
within 90 days from date “of the acci- 
dent or accidental exposure.” 


Groton Handling Accident Work 


In connection with appointment of 
Vice-presidents C. I. D. Moore and D. 
C. MacEwen of the Pacific Mutual Life 





An UNUSUAL CONTRACT 
will be offered to 


An UNUSUAL MAN 


—is a producer 

—can organize 

—is, of course, honest 

—has three years of experience 

—is seeking opportunity 

—will WORK 

—needs no financing 

—needs no drawing account or salary 
—needs no office expense 


BUT 


will accept Home Office help in the appointment of 
new Agents under him for whom he will not be re- 
sponsible financially and yet on whom he will re- 
ceive overwriting Commissions as high as $4 per 
thousand and long time Renewals 


WHO: 


WHO: 


THE COMPANY !t is rated “A” by Best 
Its rates for Insurance are extremely low 
Age 35 Ordinary Life Net Cost 
First year per thousand $17.85) 
It writes all latest forms—Participating only— 
including an improved Family Income form; 
Juvenile 
Has over $135,000,000 in force. 
The Company desires especially to develop Indiana, 
TERRITORY Illinois, North Carolina and Texas. 
Experienced field men to help the man selected to 
ASSISTANCE build a real agency in which the Renewals are 
NON-FORFEITABLE., 
UNLESS You have no present connection, or you have a real 


reason for leaving your present connection and are 
not at fault yourself, we are not interested. Write 
fully about yourself. We will not communicate 
with references until after interview. Write S-32, 
The National Underwriter. 


WE WANT AN UNUSUAL MAN 














GIRARD LIFE 
INSURANCE COMPANY 


Opposite Independence Hall 
Philadelphia, Pennsylvania 


Has excellent General Agency openings in Ohio and Mich- 
igan under— 


A GENERAL AGENCY CONTRACT WHICH 
MEANS 


Twenty-three years of careful and conservative man- 
agement has made the Girard Life one of the financial 
giants (assets over liabilities) in the life insurance field, 
with the distinction of having the highest possible rating— 
EXCELLENT. We seek General Agents of high character 
and ability, who are willing to devote their entire effort te 
organization and development of a General Agency. 


Write us giving a word picture of yourself and your 
experiences. Your correspondence will be treated as con- 
fidential. 






—— ee ee 
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BROKERAGE CONTRACTS 


For the right man, this company offers 
something exceptionally attractive in 
the way of Brokerage Contracts. If 
you are an experienced insurance man 
with the necessary qualifications, do 
not fail to investigate what we have to 
offer. Write or call personally. 





The Dominion Life Assurance Company 
2724 Union Guardian Bldg. Detroit 








Vvvvvvvvvvvvvvvvvvvv 








A great many men 
will admit that their success 
in building a profitable volume 
of business has been hastened 
by the cooperation given by 
our Agency Department. 


PHILADELPHIA LIFE 
INSURANCE COMPANY 


111 North Broad Street 
Philadelphia, Pa. 

















WANTED! Men who live in 
OKLAHOMA 


to learn the interesting story 
concerning agency contracts 
for ones territory the South- 
land Life has to offer YOU. 
For the complete facts write 
Clarence E. Linz, 1st Vice-Pres. 


ner Foe SOLID ec ame 
iD ASTHE 
LIFE_INSURANCE Festa uy} COMPANY 


) 


re 
DUTHI 





HARRY lL. PRESIDENT 


SEAY, 


as “temporary joint superintendents of 
the agency department” until a perma- 
nent appointment is made, it has been 
announced that while Mr. MacEwen is 
giving his attention to agency interests 
Cary Groton, junior vice-president, will 
take his place in the accident depart- 
ment. George F. Keck, for many years 
manager of the eastern railroad depart- 
ment, has been transferred to the home 
office to assist in the work of the acci- 
dent department. 





W. J. Smith Head of New Company 
President of the newly organized Ten- 
nessee Life, Accident & Health of 
Franklin, Tenn., is Wallace J. Smith. 
At the time Mr. Smith was elected, 
Judge J. C. Higgins, Nashville, and Col- 
lier Goodlet, Clarksville, were named 
vice-presidents. Secretary is M.*Con- 
royd and treasurer, H. C. Cunningham. 
ASSOCIATIONS 























ACTUARIES 





CALIFORNIA 








Bazazrt N. Coatzs Cant B. Heevorerz 


Coates & HERFURTH 


CONSULTING ACTUARIES 


114 Sansome Street 437 Se. Hill Street 
SAN FRANCISCO LOS ANGELES 





ILLINOIS 





ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 


160 N. La Salle St. 
Telephone State 7288 
CHICAGO, ILL. 




















Huge Meeting Despite Storm 





Kansas Association Meets at Wichita— 
Lackey, Bragg, Hobbs and Mrs. 
Pritchard Speak 





The Kansas Association of Life 
Underwriters held one of its most suc- 
cessful meetings at Wichita last Friday. 
In the face of a severe storm that 
reached almost to the proportions of a 
blizzard the meeting was held with an 
attendance of almost 400 agents and 
general agents and a few home office 
men who attended agency meetings. 

Morning and afternoon sessions were 
held for the discussion of problems of 
selling life insurance and there was a 
dinner meeting at night. The associa- 
tion had as its guests and chief speakers 
George Lackey, president National as- 
sociation; Mrs. W. S. Pritchard, of the 
National association; J. E. Bragg, di- 
rector life insurance school, New York 
University, and Commissioner Hobbs. 

* ¢ © 

Southwest Texas—H. J. Cummings, 
vice-president Minnesota Mutual Life, 
addressed a called meeting of the South- 
west Texas association at San Antonio, 
with more than 100 members present. He 
spoke on “Economic Emancipation.” The 
fact that the insurance dollar does not 
fluctuate but is always worth 100 cents 
and the protection against the four haz- 
ards of life—old age, total and per- 
manent disability, financial reverses and 
death—were the ideas stressed. 

Commissioner W. A. Tarver 
guest. 

The plans for the San Antonio sales 
congress April 9 have been completed. 
More than 400 life underwriters from all 
over southwest Texas are expected to at- 
tend. The headliners on the program 
are Dr. S. S. Huebner, George E. Lackey, 
Mrs. W. S. Pritchard, O. Sam Cummings 
and R. A. Hittson. 

President and secretaries of 75 
women's organizations have been invited 
to hear Mrs. Pritchard's talk on “Home 
Protection—Our Responsibility.” 

. 2 

Oklahoma City—J. E. Bragg of the 
New York University life insurance 
school spoke to the Oklahoma associa- 
tion Saturday. 


was a 


*x* * * 
Lansing, Mich—An attack on rumor 
mongers and “business terrorists,” both 


in the life insurance field and through- 
out other lines, featured an address to 
the Lansing association by R. B. Hull, 
managing director and general counsel 
of the National association. 

Mr. Hull declared that “the worst 
thing about business today is not the 
condition of business itself but the con- 
dition of mind of two kinds of business 
men—first, those who are crabbing 
about business and, second, those who 
are spreading false rumors and gossip 
about it.” 

x * * 

St. Johns, Que.—A branch of the Life 
Underwriters’ Association of Canada has 
been organized in St. Johns, with the 
following officers: President, Joseph 
Lange, Great West Life; vice-presidents, 
A. Chenier, Prudential, and George Mc- 


L A. GLOVER & CO. 
ts Actuaries 
128 North Wells Street, Chicage 


Life Insurance Accountants 
Statisticians 











J. Charles Seitz, F.A1.A. Consaling Actewy 
Author So ny TE ale 


Attention to 





INDIANA 





HAH, DAVIS & HAIGHT, Ine. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Kansas City 








ARRY C. MARVIN 
Consulting Actuary 

307 Peoples Bank Building 

INDIANAPOLIS, INDIANA 











MISSOURI 





LEXANDER C. GOOD 
feaeiies Actuary 
St. oe, | Missouri 
808 Securities 
Kansas City, 





NEW YORK 





a ee &. Sere & Oem 


CONSULTING 


68 W. 44th St. New York City 








WV oopwarp, Fonpiiier and RYAN 


Consultants 
Actuarial, Accounting and 
Management Problems 


75 Fulton St. New York 





OKLAHOMA _ 


T J. McCOMB 
e COUNSELOR AT LAW 
CONSULTING ACTUARY 
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f f F il I P d may never be reestablished, at least not | economic ambitions and the great privi- 
Sa ety or am - S resente for some time | lege of the company’s management and 
2. Disability—He has only what he/| distribution of his savings for his bene- 

Fi ° has saved, and that may soon be dissi- | fit and that of his family Many people 

From evera Inancla spects pated, then what? The need for money |; save during the productive period of life 
to buy food, shelter, clothing, medical to lose it through poor investments 


Showing Life Insurance Function 


H. P. Gravengaard of Columbus, O., 
manager of the Aetna Life, in the Tri- 
State sales congress at Philadelphia last 
week spoke on “Safety for the Family,’ 
dealing with it from the financial aspect. 
In developing his theme Mr. Graven- 
gaard stated that he had drawn liberally 
on the excellent * ‘Diamond Life Bulle- 
tin Service. He declared that the 
ae problem with the average family 

the economic one. The life agent has 
the only completely satisfactory solution 
of the problem. In proceeding Mr. 
Gravengaard made the following analy- 
sis: 

Economic Problem 
of Average Family 


The economic problem of the aver- 
age family! Let us analyze this problem 
carefully. We have all learned from ex- 
perience and observation that all families 
have certain very vital things in com- 
mon—for example—the need for food, 
shelter, clothing and many others. For 
the satisfaction of these needs of the 


the family, we will also agree that it is 
only common sense to search life’s eco- 
nomic avenue to find the hazards, if any, 
to our future ability to travel that road 


safely. 

So far we have discovered four haz- 
ards to family income from personal 
earnings: 


1. Loss of job or business, when in- 
stantly personal earnings cease. 

2. Disability, when instantly personal 
earnings cease. 

3. Death, when instantly personal earn- 
ings cease. 


4. Old age, when instantly personal 
earnings may cease. 
Safety for the family means protec- 


tion against these four wolves of home 
economics. 

The banks have recognized this eco- 
nomic organization of the family and 
these perils which threaten its economic 
life. Many of the great banking institu- 
tions of the east have a definite plan for 
the solution of this problem, and have, 
during the past few years, circularized 





family, money is absolutely necessary. 
Money is the accepted medium of ex- 
change for the things that will satisfy 
these needs. 

It takes dollars for foe’-—dollars for 
shelter—dollars for clothing—dollars for 
the many other things we may need or 
desire—house, education, trav el, etc. 
Dollars are so important in the life of 
the average family—but where do they 
come from? There are only two sources 
of dollars and the family that can tap 
neither is eligible for charity and not a 
good prospect for life insurance. 

These two sources of dollars are: (1) 
Income from personal effort; (2) income 
from capital. 


Hazards to Family Income 
From the Personal Earnings 


The average family owns little or no 
property—has no capital—and so is de- 
pendent upon the earnings that come 
out of the efforts of its members, chiefly 
the husband and father. If, then, we 
agree that the average family today is 


their clients and friends suggesting the 
prudence of a definite family financial 
program—a safety program for the fam- 
ily as a protection against the hazards 
to income. The banks suggest that one 
select a retirement age, then the amount 
of capital necessary to provide income to 
replace personal earnings from then on. 


Analysis Is Made 
of the Bank Plan 


But let us analyze the bank plan and 
see how well it meets the hazards to 
personal earnings. Let us see if it makes 
the family safe from the hazards to its 
economic stability. 

We have a young man who wants to 
put his financial house in order. He 
establishes the bank plan. 

What will it do for him in the event 
of: 

1. Loss of job or business—He has 
what he has saved, and can take it any 
time—but in this event we must not for- 
get that the bank plan is instantly ended. 
He must start all over again, make the 





dependent for its economic, financial 
stability on the earnings of the head of 


positive act of reestablishing at a new 
date, a new plan. The danger is that it 


care continue. 

3. Death—His family will receive only 
what has been saved, and that may be 
very little, depending upon the 
death. When dissipated, what then? The 
need for money to buy food, shelter, 
clothing, medical care, ete. continue 
But if there should be quite a sum saved 
who will administer it? Will the 
inexperienced widow be charged 
that grave responsibility? 

4. Old age—Fine! He has the 


with 


amount 


which he set as his objective. But now 
he must find an investment; it may turn 
out bad, and if insufficient to provide 


adequate income from interest only how 
will he arrange for distribution of prin- 
cipal and interest over the rest of his 
own lifetime and perhaps that of his 
wife? It is just as difficult, perhaps more 
so, to conserve and administer capital 
as it is to accumulate it. 

The bank plan has not in my mind 
really satisfactorily solved the economic 
problem of the family. It does not pro- 
vide safety for the family. 


Life Insurance Plan 
Receives Treatment 


Now let us analyze the life insurance 
plan and see how it meets the hazards 
to personal earnings. Let us see if it 
can make the family safe from the haz- 
ards to its economic stability. 

What will it do for our client in the 
event of: 

1. Loss of job or 
second or third year, 


business—After the 
as the case may be, 


he can borrow to tide over the unem- 
ployment period, but the financial plan 
is not destroyed, it goes on as of the 


original age, and when better days ar- 


rive the loan can be paid off. A well 
managed life insurance office is con- 
stantly urging repayment and continu- 


ance of the contract. That means much 

2. Disability—The plan continues as 
if he was still making his deposits, and 
besides, there is an income to replace 
personal earnings, so that the thing 
needed may be supplied. 

3. Death—His financial life's objective 
is realized anyway, his plan is com- 
pleted, and best of all it can be arranged 
that the company manage and distribute 
the estate for the benefit of his loved 
ones in accordance with his best judg- 
ment. No problems of investment for 
the family, every month a check to re- 
Place the personal earnings of the hus- 
band and father who now is no more. 

4. Old Age—The realization of his 


time of 


poor 


| only 


when old age has come 


Illustration Is Given to 
Show How Insurance Works 


More and more we are coming to real- 
ize the value of the administration of 
our life’s savings by the great life com- 
panies for the benefit of our loved ones 


after we are gone—and for our own 
benefit in old age if we life. Now let 
me illustrate how life insurance can 
provide “Safety for the Family.” 

Mr. Prospect, with Associated Press, 
age 34. 

Wife, age 30. 

Daughter, age 8. 


month, 
rented, 


$300 per 
a double, 


Income, 

Live in 
munity. 

Has a good bank account, 

Saving very little, though desirous of 
doing so. 


in good com- 


Life Insurance: 

$2,000, age 28, at $15.97, $31.94. Ordi- 
nary life, no disability, no double indem- 
nity, payable cash to wife, no gontingent 
beneficiary. 

$5,000, age 30, at $16.89, $84.45. Ordi- 
nary life, no disability, no double indem- 
nity, payable cash to wife, no contin- 


gent beneficiary. 


Some Thoughts Suggested 

in the Interview 

In approaching this prospect, a stran- 
ger, introduced by a mutual friend, the 
agent said: “Mr. Prospect, in being 
asociated with the good old 
Life I am, as you know, representing 
one of the strongest financial institu- 
tions in the U. S. Naturally I am in- 
terested in things financial and I would 
like to ask you this question: ‘Have you 
changed your mind at all about invest- 
ments during the past 18 months?” Mr. 
Prospect then began to talk about in- 
vestments and the more he talked, the 
more he condemned common stocks and 
the market as the road to financial in- 
dependence for all but a very few in- 
siders—whatever that may mean. 

Mr. Agent then continued: “I wonder 
if the thing that determines the worth 
of an investment isn’t what it will do 
for you and your family when you and 


your family are in greatest financial 
need. There are only two sources of in- 
come—personal earnings and income 





from property. The average family is 








NOT TOO LARGE 
NOT TOO SMALL 


COL. C. B. ROBBINS, 





ARE YOU AWAKE TO OPPORTUNITY 
Life Insurance Men of Vision Know That the Greatest 


Opportunity 
Is with the Company That Is 


The Solid Growing Company Officered by Men Who Are Agency Minded 
WE HAVE THE TOOLS 

ee at Renee aL Ey © Se8 tampa 
Double Indemnity 


Ctrculartzation Aids—Supervisor’s Help—Direct Contracts, Human Relations, Liberal 
Contracts and Special Producer’s Clubs 


Mf You Are 
Asien te cgCcmeral Agency There iD SOUTH A—AND SOUTH Dak 


THE OLD LINE 
CEDAR RAPIDS LIFE INSURANCE COMPANY 


G. Sigmund—Vice-Pres. & Agency Director 
CEDAR RAPIDS, IOWA 


NOT TOO OLD 
NOT TOO YOUNG 


Open te 
A 


Cc. B. SVOBODA, Secy. 








men of integrity, 


1] opportunity. 
| and Double Indemnity Benefits. 


34 Nassau Street 
| DAVID F. HOUSTON 


President 





THE FORMULA OF SUCCESS 


IFE INSURANCE can be explained in plain, everyday language. 
} The facts can be simply stated. 
i| insurance by one who knows life insurance and its adaptability. Sales- 
ability and courage who will work systematically and plainly state 
the facts of life insurance service will be Masters of their craft and successful. 

Tue Mvurvat Lire or New York, with its long history of increasing success, offers 
It writes Annuities and all Standard forms of life insurance. 
It has many practices to broaden and expedite service 
| for Field Representatives and for Policyholders. | 
Those contemplating engaging in life insurance field work as a career of broad | 

service and personal achievement are invited to apply to | 


_ The Mutual Life Insurance Company | 


} of New York 


—————— 


People need to be told about life 


Disability 


New York, N. Y. 


GEORGE K. SARGENT 
2nd Vice-President and 
Manager of Agencies | 

} 
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$1,000 to $1,600 


Ordinary Life Insurance at An 
Average Cost GUARANTEED 
OF ONLY $14.00 per $1,000 


ALL PREMIUMS 
RETURNED 


in addition to face of policy 
in event death before age 60 
FULL FACE THEREAFTER 
AND PREMIUM REDUCED 20% 
Original cost, age thirty, $21.40 
per $1,000 to age 59; $17.19 
per $1,000 thereafter 


If you reside in Ohio, Illinois, Indiana, 
Kentucky, Louisiana, Pennsylvania, Tennes- 
see, West Virginia or the District of 
Columbia 


Write for Sample and Particulars 


This is one of —— | unique contracts 
issued by 


Federal Union Life 


FRANK M. PETERS, President 
Cincinnati, Ohio 








550 ROOMS 550 BATHS 





dependent upon the personal earnings of 
the husband and father—and so I am 
sure that you will agree with me when 
I say that the best investment for that 
family is the one that will do the most 
when personal earnings cease.” 

The agent then briefly stated the four 
hazards to personal earnings—how the 
banks had recognized this economic 
problem and their solution—then he de- 
veloped the life insurance plan—which 
gained the prospect’s interest and con- 
fidence with the result that a definite ap- 
pointment was made for analysis of 
present insurance and needs. 

The result of this second conference 
was the sale of a $10,000 income invest- 
ment bond maturing at age 60—annual 
deposit $408.90, which added to the de- 
posits on his present insurance would 
make a total annual savings for life in- | 





WANTED: 


Live Organizer and Dis- 
trict Agents for Agency 
operating in Iowa and 
Illinois fields for large 
Eastern Company. Re- 
ferences required. 


Write T-29, 


The 
National Underwriter 














Advertising Man 


For Life company; able sales letter writer; 
can produce complete campaigns; write sales- 
men’s bulletins, training material, booklets, 
folders, etc.; university graduate; 12 years’ 
experience; sterling references, employed. 
T-27, National Underwriter. 











will be treated confidentially. 
Underwriter. 


ARE YOU THE MAN? 

Rapidly growing Western company, with over one hundred 
sixty million life insurance in force, writing full line of life, 
health and accident policies, desires to contact in Colorado with a 
man under age 46, with good personal production record, pos- 
sessing ability and energy to hire and train salesmen. Must have 
executive ability to develop into a branch manager. 
commission on personal production and traveling expenses. This 
is an opportunity. If you are the man: Tell the whole story in 


your first letter, with phone number and address. 
Send it to T-22, The National 


Salary, 


Your letter 








are 


and growth. 


amo Life 


urance 
Ti 


of Texas 


GRAHAM DOWDELL, President 
A progressive up-to-date company with a program of expansion 
All Texas is our field. 


The Fast Growing Company of the Southwest 
SAN ANTONIO, TEXAS 


Company 











431 S. Dearborn St. 


POSE BARRY DIETZ 
President 


INCORPORATED 1895 





GLOBE LIFE INSURANCE CO. OF ILLINOIS 


. Successor to 


GLOBE MUTUAL LIFE INSURANCE CO. 


Chicago 


WM. J. ALEXANDER 
Secretary 


T. F. BARRY, Founder 





surance of $525.29. Including waiver of 
premium on his present insurance would 
increase this amount $3.35, making the 
total on his revised program $528.64. 
Now let’s see how the agent arranged 
this man’s insurance to make the fam- 
ily safe from the hazards to personal 
earnings. 


Arrangement Agent Made 
in a Program of Safety 


I. What will this financial program 
do in the event the insured loses his job? 

Cash values available as a loan at the 
present time on his $7,000 old insurance 
amount to $230, and in two years when 
values are also available under the new 
policy the total cash available from his 


total of $7,000 is $836, and from then 
on it will increase substantially each 
year. The practicability of this plan lies 


in the fact that a loan does not elimi- 
nate the financial program. When per- 
sonal earnings begin again the loan can 
be reduced in any amount and repaid 
at any time. 

*x* * * 

II. What will this financial program 
do in the event of the disability of the 
insured—the husband and father? 

Waiver of premium was added to his 
present insurance of $7,000, thus the 
company would waive premiums on his 
present insurance of $7,000 and the new 
policy in the amount of $10,000 would 
provide for a waiver of premiums and 
pay him an income of $100 each month, 
during disability, up to maturity of the 
contract at age 60 when the cash values 
or the income of $100 per month for life 
is available. 

x * * 
Layout of the Program 
Is Carefully Explained 


III. What will this financial program 
do for the family in the event death 
takes the husband and father and thus 
eliminates personal earnings? 

$2,000 was arranged as a clean-up 
policy payable in cash to the wife with 
the daughter as contingent beneficiary. 

$15,000 was left under the interest 
option with the right left to the- widow 
to change to Mode 4, which provides for 
an income for a certain period and for 
life, which would, of course, especially 
at the older ages, increase the amount of 
income to the widow for life inasmuch 
as it eats up the principal. The reason 
for leaving it under the interest mode 
which would provide $58.65 per month 
(including excess) for the lifetime of 
the widow was to conserve the trust 
fund for the daughter—to protect her 
against a worthless husband or economic 
distress in the future. The wife, a col- 
lege woman, with a first class training 
as a teacher, thought she might be able 
to go back into teaching or social work 
(the daughter now being ten and thus 
not in need of mother’s care during the 
day) and thus earn a fair income—which 
then would make it possible to conserve 
the trust for the benefit of the daughter, 
too. Of course, if this didn’t work out, 
the $15,000 could then be distributed 
under Mode 4. If left under the interest 
mode, it would provide $58.65 per month 
to the widow for life—same amount to 
the daughter for life—and the $15,000 to 
the daughter’s children, if any, equally, 
a gift from their grandparents to guar- 
antee them an education—an opportunity 
in life. 

x * * 

What Policy Will Do 

at Time of Old Age 


IV. What will this financial program 
do for the insured when he reaches old 
age—let us say age 60? 

1. In the event he is still able and 
desirous of continuing his work he may: 
Continue his $7,000 ordinary life, which 
will cost him only $116.39 annually. His 
maturity value under his Income Invest- 
ment Bond is $13,800, which may be left 
in trust with the company, either to in- 
crease at 4.8 percent compound interest 
(3% guaranteed plus 1.03 percent ex- 
cess at present) or the interest may be 
payable to him at the rate of $662.40 
annually for as long as he may choose. 
At his death the entire insurance estate 
could be administered in accordance with 
the agreement, in the event of his death 
prior to maturity. 

2. In the event he is unable to con- 
tinue his work and has accumulated 
property which produces an income 
which along with the interest on the 
maturity value of his Income Investment 
Bond is sufficient for the needs of him- 
self and wife, the arrangement under 


paragraph 1 may be used. 
3. In the event he has saved nothing 











other than the values in his life insur- 














Associations 











(CONTINUED FROM PAGE 18) 


Donald, Metropolitan Life; secretary- 
treasurer, F. C. Mills, Imperial Life. 

Paul A. Dubar of Quebec, president of 
the Life Underwriters’ Association of 
Canada, was guest of honor at the or. 
ganization meeting, and G. A. Dugal, 
Quebec, superintendent of insurance, was 
a speaker. 

xk «we * 

San Angelo, Tex.—The San Angelo 
Life Underwriters Association has been 
organized recently with J. D. Smith as 
president; Luther Carter, vice-president, 


and H. D. Haynes, secretary-treasurer, 
It has 30 members. 
Yes 


Muscatine, Ia.—The Muscatine associa- 
tion has elected Ernest Moore as its first 
president. Twenty-five are enrolled as 
charter members, but it is anticipated 
that the membership will soon reach 60, 

Other officers are C. E. Borchardt, first 
vice-president; A. J. Spahn, second vice. 


president; A. H. Van Dyke, secretary, 
and F. G. McCullough, treasurer, 
* * * 


Marshalltown, Ia.—Oliver Mabie, Metro. 
politan Life, spoke at the March meet. 
ing of the Marshalltown association on 
industrial life insurance. 

* * * 

Davenport, Ia.—A. FR. Jaqua, associate 
editor of the Diamond Life Bulletins, 
Was the speaker at the March dinner 
meeting of the Davenport association, 
on “Life Insurance as an Investment.” 

* * x 

Topeka, Kan.—Dr. L. M. Doreen of 
Kansas City spoke at the March 30 meet- 
ing of the Topeka association. 

*x* * * 

Kansas City, Mo.—Mrs. W. S. Pritch- 
ard, woman's director National Associa- 
tion, is speaking this week to the Kan- 
sas City association on “So That Women 
May Know.” 


Plan Brokerage Department 


Thomas H. Fuller Company, general 
agents of the Old Colony Life of Chi- 
cago, with headquarters in the “O. C, 
L.” building at 166 West Jackson boule- 
vard, are rapidly completing plans for 
a brokerage department. A. A. Tittle, 
who was formerly in the life insurance 
business in Chicago, will have charge 
of this department. The firm consists 
of T. H. Fuller, J. J. Miller and Mr. 
Tittle. 





Union Central Conventions 


The Union Central Life announces 
that its regional conventions this year 
will be held at Atlantic City, N. J., Sept. 
8-9, French Lick, Ind.; Sept. 11-12: Del 
Monte, Cal., Sept. 25-26; Biloxi, Miss., 
Oct. 2-3. 


Connecticut Mutual Mortality 


In the table of mortality ratios pub- 
lished in the issue of March 27, the Con- 
necticut Mutual was given as 62.2. This 
was a typographical error, the correct 
figure being 52.2. 








ance estate and is no longer able to con- 
tinue his work, he will have the cash 
value in his life insurance, which would 
amount to $16,885. The $885 may be 
withdrawn and set up as a bank account 
and the balance of $16,000 left at inter- 
est, providing $62.56 (guaranteed 3% 
plus 1.03 excess) per month for life- 
then same amount to his widow for 
life if she survives him—then to the 
daughter for life—and‘at her death, the 
principal to her children, if any, t@ 
guarantee them an education—an oppor 
tunity in life—a gift from the grand- 
parents. If the interest income would 
be insufficient for the needs of himself 
and wife he may buy a point and sur- 
vivorship annuity which would providé 
$86.40 per month so long as either 
may life. If his wife is not living 
he may select the interest income or take 
paid up insurance on the $7,000 and re- 
ceive $100 per month for ilfe under the 
income investment bond. In the event 
of death within the first nine. years the 
$100 per month would continue to the 
daughter for the balance of the nine yea? 
guaranteed period. ‘ Or he’may take 

in cash and buy a straight life annuity 
providing $118.24 per month for life. 
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a 
SIXTY YEARS of PROGRESS 


1931. 


1871 


Statement for 1930 


New Assurances Paid for.$ 705,678,000 
Total Assurance in Force. 2,863,701,000 
Surplus and Contingency 
ee eee 36,532,000 
eee Se ea an icin 588,733,000 
Liabilities (including 
Paid-up Capital Stock).. 





552,201,000 





SUN LIFE 


ASSURANCE COMPANY 


of CANADA 


Head Office: Montreal 





| 
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UNLIMITED OPPORTUNITIES 


You will like our liberal first- 
year and renewal commission 
contract direct with the home 
office. It gives you the right to 
sell men, women, and children 
real protection on a low-cost 
participating or non-participat- 
ing basis. 














HOME OFFICE 





Just glance over this list: 


Participating Policies for Women Modified Life 
Non-Participating  Child’s Educational Low Cost Term 
Sub-Standard Juvenile Policies Double Indemnity 
Preferred Risk 6°, Guaranteed Disability Income 


Pay-Roll Deduction Income 
Monthly Premium Life Income 
Age Limits: 
1 Day to 65 Years 


Premium Waiver 
Retirement 
Income 


Ask for further information 


JEFFERSON STANDARD 
LIFE INSURANCE COMPANY 


JULIAN PRICE GREENSBORO 





President North Carolina 


MORE THAN 370 MILLIONS IN FORCE 




















_ STOP - LOOK - LISTEN 
Get In the Big Money Now! 


The reason that men without insur- 
ance experience are now producing 
at the rate of $1,000,000 a year is 
because the people who buy our 
policy now automatically share in 
the profits on a certain number of 
shares of stock as long as they live 
and keep the policy. 


Could you sell insurance with the 
cooperation of a few stockholders? 


Operating only in Illinois. 


STATE LIFE OF ILLINOIS 


HOME OFFICE 
332 South Michigan Ave. 


Chicago 











Back 


of the Guaranty Life is Found 


The impregnable Legal Reserve System 

A strong financial foundation 

The well seasoned Iowa insurance laws 
Discriminately selected investments 

A representative Board of Directors 

An experienced Home Office management 
Modern and liberal policy contracts 

Officials who know the problems 

An enthusiastic and hard working agency force 


These constitute the very elements of perma- 
nency and progressive development. Tie to a 
company that is growing. 


Desirable agency connections available in 


Colorado 
Ohio 


Towa 
Minnesota 


Lee J. Dougherty, President 


Guaranty Life Insurance Co. 


Davenport, Iowa 























Why You Should Use 


National Underwriter 
Insurance Calendars: 


1. Designed by advertising 
experts especially to fit the 
selling needs of insurance 
men. 


2. Twelve graphic sales ap- 
peals—A new seasonal’ pic- 
ture each month representing 
different types of coverage. 


3. Printed in two colors: 
green backs and brown roto- 
gtavure 12-sheet pads. 


4. Your name imprinted at 
top where it strikes all eyes. 


5. Heavy colored board 
back. 


6. Exclusive franchises 
granted in cities of less than 
100,000. 


7 Most economical and 
effective form of advertising. 





Keep Your Name Before 


Your Prospects 


9 


EYES 


Calendar Advertising is Your Best 
Bet—It’s on the Job 
365 Days a Year 


EPETITION builds reputation. 
R Everlastingly hammering home 
the idea that you are actively writing 
insurance is bound to increase your pre- 
miums. Calendar advertising is the 
most effective but economical way to do 
this. Calendars are inside billboards in 
the homes and offices of your clients and 
call attention to your name and business 
365 days of the year at a surprisingly 
low cost. 


Actually Sell Business 


Not only are calendars good publicity 
but they actually sell business. H. F. 
Austin, Patchogue, N. Y., reports: “I 
want to say that your calendars always 
result in a very large January business 
following the mailing of the calendars 
and we consider them one of the best 
pieces of publicity that we use in our ad- 
vertising work.” 


The National Underwriter Calendar 


is not just another calendar — it is a 
calendar designed especially for insur- 
ance men by insurance advertising spe- 
cialists. It has twelve sheets, a new 
picture on each sheet, actually making 
twelve calendars for the price of one. 


Mail the coupon today for a sample 
and information regarding the exclusive 
franchise in your city. 








« W. Lendetrom 
STRAUB & LANDSTROM 


Insurance—Real Estate 
SAGINAW Phone A-1756 














MAIL COUPON TODAY! 


The National Underwriter Co., 
A1946 Insurance Exchange, Chicago, IIl. 
Gentlemen: 

Please send me full particulars about The National 
Underwriter’s 1932 Insurance Calendar and tell me how I 
can secure an exclusive franchise in my city. 


) Enclosed is 10c in stamps for sample calendar. 


NOVEMBER 1932 


O the right is the new 2. 2 I 2 3 4 + 


1932 insurance calendar. A ‘ 2 
Te he range t b f This calendar was exclusively 
S a twelve sheet brown ‘ designed by advertising ex- 
rotogravure pad mounted on I perts to aid insurance men in 9 


a green colored heavy board e 2 selling more business ts 


back (15%4x9 inches in size.) 
| 27/|28|29|30| +: |¢-|-2- 


There are twelve different 
292, OCTOBER 1932 
1 





Twelve Pictures 











pictures—one for each month. 
Under each picture is a short, 
right-to-the-point timely sales 
argument. Your name is 
printed at the top of the back 
where it strikes all eyes. The 
numerals on the pad are large 
and visible at a distance. 
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